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Representatives HOPE, ranking member, and FLANNAGAN, chairman, The House Agricultural Committee 


FLANNAGAN (Farm Credit) BILL . . . . The House Agricultural Committee reported favorably 
(See WASHINGTON VIEWPOINT . . . Pace 23) 
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FORE-ARMED ra 
against LOSS 4 


Industrial Management is 100% sold on the value of 
preparedness. For example, no businessman would 
wittingly chance the loss of life and property through 
inadequate fire-fighting equipment. And the more dis- 
cerning the management, the more complete and effi- 
cient the provisions for fire control. ) ) It is likewise 
evident that in the transfer of funds by check business- 
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men are vitally concerned with safety.) }} And the more 
farsighted the organization—the more informed its man- 
agement —the more likely it is you will find that organ- 
ization follows the lead of so many of America’s fore- 
most banks—and issuescheckson itsown individualized 
Safety Paper—developed by LaMonte for maximum pro- 
tection against fraudulent alteration and counterfeiting. 


For Samples of LaMonte Safety Paper see your Lithographer or Printer — or write us direct. 


LA MONTE SG PAPER 
GEORGE LAMONTE & SON NUTLEY, NEW JERSEY 


Nw a. i 














Png nal . . . 
——FA We supply many banks and business organizations 
a with their Own INDIVIDUALLY IDENTIFIED Safety Paper. 
= ~ SS The issuing organization’s Trade-Mark is in the paper 
a —_—F itself and appears on both the front and back of the 
~ = ~ a — check. Such INDIVIDUALIZED paper not only protects 











against fraudulent alteration but provides maximum 
protection against counterfeiting—saves Banks sort- 
The Wavy Lines are a La Monte Trade Mark = = ing time— helps prevent errors, 




















LETTERS 





Landlocked Salmon 


Smrs: In your January issue you showed 
a picture of Phil Rial, 
new president of 
Paterson National 
Bank, Paterson, New 
Jersey. Anybody can 
have that kind of pic- 
ture taken, but here 
is a better one of Phil 
with a five-pound 
landlocked salmon 
caught in Moosehead 











B. P. RIAL Lake. I know be- 
cause I took the 
picture. 

C. E. CLinron, 


Real Estate and Insurance, 
Peekskill, New York 
e > a 


Bank-Agent Plan 


Strs: As our first step toward bidding 
for our share of the large amount:of auto- 
mobile financing that we anticipate for 
1946, we have released to the insurance 
men of Chicago a very attractive kit con- 
taining personalized sales aids. 

This campaign is identified with the 
national co-operative plan worked out by 
the National Association of Insurance 
Agents in co-operation with financing 
institutions and known as the bank-agent 
auto plan. The plan gives complete free- 
dom to the purchaser to select his own 
insurance and to place it through his own 
agent. The bank does not participate di- 
rectly or indirectly in any insurance com- 
mission, nor does the insurance man 
participate in the financing charge. 

We believe our bank in 1935 was the 
first in the country to co-operate with in- 


surance men in the automobile finance 
field and the first in Chicago actively to 
identify itself. with the present nationwide 
effort. 

The effectiveness of the bank-agent plan 
has been demonstrated not only by our 
bank which, in co-operation with over 2,100 
Chicago insurance men, did a volume of 
$21,000,000 in the five years before the 
war, but also by large and small banks in 
many other communities. 

FRANK G. ANGER, President, 

Industrial National Bank of Chicago, 
Chicago 3, Illinois 
> + * 


| Maple T. Harl 


Sirs:' We were interested in the write- 
up in your January issue about Maple T. 
Harl, new chairman of the Federal Deposit 
Insurance Corporation. 

You state that he was born in 1893 near 
the small town of Liberty, Missouri. To 
keep the record straight, we wish to regis- 
ter the fact that he was born in this, 
Saline, county, on a farm six miles north 
of Marshall, this being the farm entered by 
his grandfather, Baldwin Harl, from the 
government. Baldwin Harl lived to be 
103 years old; on the occasion of his 100th 
birthday the writer, as a boy, attended a 
picnic at the farm. 

F. C. BARNHILL, Vice-president, 

Wood & Huston Bank, 
Marshall, Missouri 


° o Sf 


Safe Deposit 


Stns: “Where There’s A Will,” is the 
litle of a folder we are sending out with all 
safe deposit box bills. The folder adds 


Bank-agent plan sales kit, Industrial National Bank of Chicago 
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‘“‘there’s a way to protect it. A safe 
deposit box is the answer. Wills, war bonds, 
deeds, insurance policies, papers and other 
valuables belong in your box. Protect 
them from misplacement, fire and theft.” 

It is true that we have no boxes to rent 
now, yet many of these compartments 
hold little but war bonds. If interest is not 
promoted in this service, we may find many 
boxes empty a few years hence. 

VIRGINIA O. VALENTINE, 

Advertising Department, 

State-Planters Bank and. 
Trust Company, 
Richmond, Virginia 
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Underwriters, Distributors and Dealers— 
New York City Obligations - State and other high grade 


Municipal Bonds 
# ) 


Bond Department 


THE CHASE NATIONAL BANK 
OF THE CITY OF NEW YORK 


Pine Street Corner of Nassau 


Cel: H Anover 2-6000 Bell System Teletype N.Y. 1-1010 
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In the TREND of BANKING 
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Attractive annual report of Irving Trust Company, New York 


The trend toward comprehensive, illustrated year-end summaries continues 


Improving Annual Reports 


As accompanying illustrative examples 
on this page indicate, the trend toward 
more comprehensive, elaborate and picto- 
rial annual reports by banks was much in 
evidence among the 1945 summaries. 
of the most attractive presentations was 
that of Irving Trust Company, New York 
City, shown above. Other examples on 
the page illustrate pictorial treatment of 
statistical information pertaining to de- 
posits, loans, earnings, etc., They are 
from two banks which usually prepare 
detailed and noteworthy reports, the Mer- 
chandise National Bank of Chicago and 
the Central National Bank of Cleveland. 

While acknowledging that banking insti- 
tutions, particularly the larger ones, have 
made sizable strides in improving the con- 
lent and presentation of their annual 
reports and statements of condition, Ray- 
mond T. Perring, vice-president, The 
Detroit Bank, emphasized before the Michi- 
gan Bankers Association 7th Study Con- 
ference that the subject of adequate and 
informative reports was still one which 
most banks could investigate with further 
benefit to themselves. 

Mr. Perring pointed out that frank and 
complete disclosure of a bank’s affairs re- 
flects the confidence of the bank’s manage- 
ment in its own policies and _ practices 
which, in turn, engenders public confidence 
in the bank. 

He stressed that, to a bank seeking 
possible ways to improve its reports and 
statements, substance rather than form is 
the important consideration. Thus, a re- 
port need not be elaborate and costly to be 
effective. In fact, Mr. Perring stated, 
simplicity is always a desirable attribute 
and, compared with a voluminous report, 
may tell the story just as fully and clearly, 
or even more so. 

“We found that relatively unimportant 
items in the balance sheet could = con- 
solidated or eliminated so as to provide 


One - 


room for grealer detail on the assets and 
liabilities that were really significant,” 
Mr. Perring explained. ‘“‘For example, 
Overdrafts, which never amount to much 
of anything and are in a sense an extension 
of credit, were thrown into Loans. Accrued 
Interest and Prepaid Expense were com- 
bined as were Bank Buildings and Furni- 
ture and Fixtures. Other liabilities were 
boiled down into two or three items. This 
enabled us to report additional informa- 
tion on security holdings, the most impor- 
tant resource by far, and to show deposits 
and capital accounts properly broken 
down.” 

With bank investments comprising from 
60 per cent to 80 per cent of total re- 
sources, the statement analyst is quite 
naturally vitally interested in their com- 
position, quality and maturity distribu- 
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Central National Bank of Cleveland 


tion. Some banks have gone so far as to 
publish a detailed inventory of bond hold- 
ings and include supplementary data in the 
accompanying comments. 

Mr. Perring cited his own bank by way 
of example. ‘‘What we have chosen to do 
so far as the balance sheet is concerned,” 
he said, “‘is to separate Treasury Bills and 
Certificates, all of which are due within 
one year, from Other Government Obliga- 
tions. A further indication of the maturity 
distribution of Securities is given by 
setting forth in parentheses after each of 
the three items—Other Government Obli- 
gations, State and Municipal securities, 
and Corporate securities—the amounts 
due within five years. 

“The amount of detail to be given on 
loans in the balance sheet depends some- 
what on the make-up of the particular 
bank’s loan account. At least, real estate 
mortgage loans should be shown separately 
from commercial loans. If call or collateral 
loans are held in large enough amounts, 
they may also be set up by themselves. 

Deposits in detail. “‘Deposits should be 
shown in sufficient detail to enable the 
reader to form an opinion of their relative 
stability. Demand and savings deposits 
should be reported separately, of course, 
and classes of demand deposits that may 
be more volatile than. general checking 
accounts, such as Government deposits, 
Other Public Funds, and Bank Accounts 
should be segregated. 

“The various components of the capital 
account should be set forth distinctively— 
preferred stock, if there is any, common 
stock, undivided profits, general reserves. 
It is particularly important that a clear 
distinction be drawn between unallocated 
reserves that are a form of capital funds 
and reserves for taxes, dividends, etc., thal 
are really accrued liabilities.” 
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Merchandise National Bank of Chicago 


Pictorial treatment of statistics utilized in annual reports 








In presenting the case for more informa- 
tive annual reports, Mr. Perring reached 
the conclusion that the best plan is to 
draw a sharp distinction between operating 
and non-operating transactions and to 
give sufficient details to show the main 
sources of operating income, the principal 
classes of operating expenses, and disposi- 
tion of the net income. 
sources and disposition of non-operating 


income should also be shown. 


me 


Mr. Perring summed up his thesis by 
declaring that “opportunity for substantial 
improvement in bank reporting still exists 
and that it is far better for banks to take 
the initiative than to run the risk of being 
forced to action by legislation or some other 


anifestation of public demand.” 


Comparative ranking of 100 largest commercial banks, based on 


He added that the 


Year-End Bank Figures 
Reach New Highs 


Deposits in the nation’s top 300 com- 
mercial banks climbed to new highs during 
1945, reaching an aggregate of $93 billion 
on December 31 as compared with $82 bil- 
lion at the end of 1944 and $45.7 at the 
close of 1940. 

It is estimated that total deposits in all 
banks in the United States approximated 
$162 billion December 31, 1945, as against 
$141.5 billion a year ago and $76 billion 
at the end of 1940. 

Total deposits held by the 100 largest 
banks now constitute 44.8 per cent of the 
total deposits of all banks in the country. 
This represents a continuation of the down- 
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ward trend from the years of 1944 and 


1940 when the percentages stood, respec- 
tively, at 45.4 per cent and 49.5 per cent. 


No changes in standing occurred among 
the first five banks in the top ten, but in 
ethe second five the Manufacturers Trust, 
New York, climbed into 6th from 7th, 
while the Security-First National Bank, 


Los Angeles, advanced into the select circle 


in 1944. 


included: 


year-end deposit totals 


as number 10 from the position of 12th 


Others of the more substantial gains 
registered in the largest 100 bank category 
New York Trust Company 
from 21st to 18th; Corn Exchange Bank 
Trust Company, New York, from 24th to 
19th; Philadelphia National Bank from 
23rd to 20th; United States National Bank, 








No. Name 
| Chase National Bank.... , 
2 Bank of America N. T. &S. A... 
3 National City Bank............... 
4 Guaranty Trust Co................. 
5 Continental Illinois N. B. & T. Co. 
6 Manufacturers Trust Co. 
7 First National Bank Ra re hs: 
8 Central Hanover Bk. & Tr. Go....... 
9 Bankers Trust Co. ieee 
10 Security-First Nat'l Bank... .. i 


First National Bank........... 
Chemical Bank & Trust Co... 
Irving Trust Co.... 


Bank of the Manhattan Co. Tair 


National Bank of Detroit 
Cleveland Trust Co. 

American Trust Co. . 

New York Trust Co............. 
Corn Exchange Bank Trust Co. 


Philadelphia National Bank. ..... 


First National Bank............ 
J. P. Morgan & Co., Inc. 
Northern Trust Co... . 


Seattle-First National Bank. ‘. 


Savings Banks Trust Co. 
First Wisconsin Nat’! Bank 
United States Nat'l Bank. 


First National Bank... . - 


The Pennsylvania Co... . 
Mellon National Bank. . 
Harris Trust & Savings. 
Wells Fargo Bk. & Un. Tr. 
Public Nat’l Bk. & Tr. Co... 
Detroit Bank. . 

Union Trust Co. 

First National Bank 
California Bank.... a. 
Anglo Calif. Nat'l Bank 
National City Bank........ 


Manufacturers National Bank........ 


Commerce Trust Co...... 

National Bank of Commerce. . 
National Shawmut Bank....... 
Northwestern Nat'l B. & T. Co. 
Fidelity Union Trust Co.. 

First National Bank........... 
Bank of New York............ 
Central National Bank............ 
Mercantile-Commerce B. & T. Co. 
First National Bank 


Deposits 12-31-45 
..New York City. .$5,742,179,805 


..San Francisco. . . 


.New York City.. 


New York City. . 
Chicago....... 


.. .New York City.. 
| ae 


New York City... 


..New York City... 


Los Angeles... . . 


..New York City 


| ..Cleveland 


..New York City 
..New York City.. 


....San Francisco. .. 
...-New York City... 
..New York City... 


..Philadelphia..... 


|. Men Cok: Che.. 


.New York City.. 
.Chieaee........... 


Seattle... 


....New York City.. 
..Milwaukee 


“ ..Portland, Ore... . 


Portland, Ore... . 
Philadelphia. .... 
Pittsburgh. ..... 


» MIB voces 


San Francisco. . . 


. .New York City... 


....Pittsburgh...... 
5 ee LOUNS.. ; 
..Los Angeles. .... 


San Francisco. . . 


Cleveland....... 


... Kansas City..... 
5 RS oe saci c 3s 


.Minneapolis... . . 
..Newark......... 
....Minneapolis. 
_...New York City 
...-Cleveland....... 
eS 7 eee 
ee 


5,339,307,098 
5,143,422,244 
3,309,452,507 


. 2,646,721,523 


2,555,885,573 
2,347,702,804 
| ,842,737,477 
1,749,590,468 
1,654,455,926 
1,578,278,115 
1,524,160,575 


. 1,303,269,219 


1,290,314,214 
1,258,522,558 
1,052,732,926 
953,388,395 
881,263,465 
840,470,935 
806,759,816 
800,221,214 
728,989,368 
700,425,062 
679,009,652 
673,196,191 
622,370,579 
581,111,238 
573,217,104 
565,973,647 
552,705,360 
550,006,336 
548,608,239 
545,497,980 
509,695,999 
502,025,775 
494,514,707 
486,625,009 
481,553,687 
471,160,187 
442,818,348 
439,673,489 
430,150,369 
428,461,009 
423,933,459 
409,986,049 
407,989,163 
405,129,811 
392,328,927 
384,155,924 
366,733,538 





No. Name 

51 Citizens Nat'l Tr. & Svgs. Bk............ Los Angeles. .... 
Se Cs sw aitticnwnsasvecenwel | sein 
53 First National Bank.................... SP oe 
54 Bank of California, N. A................ San Francisco. . . 
55 Whitney National Bank................ New Orleans. ... 
56 Crocker First Nat'l Bank............... San Francisco. . . 
57 Marine Midland Trust Co............... New York City. . 
58 Citizens & Southern Nat'l Bank......... Georgia......... 
59 City National Bank & Trust Co.......... Chicago........ 
60 First National Bank.................... Baltimore... .... 
61 Riggs National Bank................... Washington..... 
62 First National Bank.................... Se 
63 Republic National Bank................ | RES ire 
64 Farmers & Merchants N. B.............. Los Angeles... .. 
65 Corn Exchange Nat'l Bk. & Tr. Co....... Philadelphia. .... 
66 Indiana National Bank................. Indianapolis. .... 
i Brooklyn....... 
68 Bishop National Bank.................. Hawaii......... 
Ae. : Se OB 5 ois wiv 
70 Wachovia Bank & Tr. Co............... Winston-Salem. . 
at ledestrial Trust Co.............0..00055 Providence... ... 
72 First National Bank.................... Kansas City..... 
73 Fifth Third Union Trust Co............. Cincinnati... ... 
74 San Francisco Bank.................... San Francisco. 
75 First National Bank.................... Birmingham. .... 
RE Philadelphia. .... 
77 Commercial Nat'l Bk. & Tr. Co.......... New York City 
78 Mississippi Valley Trust Co.............. a ee 
79 Lincoln Rochester Trust Co.............. Rochester....... 
80 First National Bank.................... Cincinnati...... 
81 Citizens Fidelity Bk. & Tr. Co........... Louisville....... 
82 American National Bk. & Tr. Co......... Chicago......... 
83 Manufacturers & Traders Tr. Co......... eee 
OP I a oie ba sow ce sekine ods sree Honolulu. ...... 
85 Union Planters Nat'l B. & T. Co......... Memphis. ...... 
86 Peoples-Pittsburgh Trust Co............. Pittsburgh. ..... 
87 Wilmington Trust Co................... Wilmington..... 
88 Commonwealth Bank................... ee 
89. First National Bank.................... Philadelphia..... 
90 Fidelity-Philadelphia Tr. Co............. Philadelphia. .... 
We RIE WINES 5 hi a o.s ka Gs cereweweens Cincinnati... ... 
92 American National Bank................ Nashville... .. 
93 Continental Bank & Trust Co............ New York City 
94 Valley National Bank.................. Phoenix 

95 Union Trust Co. of Maryland........... Baltimore....... 
96 Mercantile National Bank............... MMR. «66 ceaced 
97 Ohio National Bank.................... Columbus....... 
98 First Nat'l Bk. & Tr. Co... ............. Oklahoma City. . 
99 Brown Brothers Harriman & Co.......... New York City... 
100 State Street Trust Co................... Boston 


Deposits 12-31-45 


$363,171,661 
362,174,857 
355,231,954 
354,610,453 
353,283,671 
350,603,229 
347,885,667 
345,848,594 
337,449,804 
329,974,541 
325,432,546 
322,426,690 
305,171,721 
304,874,478 
298,358,865 
292,129,389 
278,403,262 
276,269,827 
272,746,312 
268,509,129 
268,360,549 
266,367,035 
262,457,103 
250,980,816 
246,950,544 
246,618,396 
244,444,051 
242,037,945 
240,086,863 
234,741,130 
229,359,652 
228,346,382 
226,893,243 
225,163,115 
221,921,028 
218,830,354 
214,533,246 
212,444,257 
210,528,327 
206,623,482 
205,395,906 
205,172,536 
204,765,283 
200,936,822 
200,881,653 
198,952,331 
198,553,284 
190,387,798 
186,531,590 
184,941,599 
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Credit Information 


We recognize the value to our Correspondent 


Banks of complete and accurate credit information, 


both for their own use and as a service to their 


clepositors. We are ina position to render prompt 


attention to credit inquiries, and welcome the 


opportunity of placing this service at the disposal 


of our banking friends. 


BANKERS TRUST COMPANY 


NEW YORK 


MEMBER FEDERAL DEPOSIT INSURANCE GORPORATION 



































A Partial List of Bankers Trust Company Services to Banks 


Collection of Par and Non-Par 


Checks 





Collection of Notes, Drafts, 
Coupons, Matured Bonds and 
Other Items (Domestic and 
Foreign) 





Transfer of Funds, Remittances 
and Domestic Money Orders 





Credit Information 





Commercial Paper Purchases 


Servicing Loans to Brokers and 
Dealers 


Commercial and Travelers Letters 
of Credit 





Participation with Correspondent 
Banks in Lvans to Local 
Enterprises 





Dealers in United States Govern- 
ment, State and Municipal 
Securities 





Investment Information 





Receipt and Delivery of Securities 


Safekeeping of Securities 





Consultation on Pension and 
Profit-Sharing Plans 





Co-Paying or Exchange Agent, 
Co-Transfer Agent or Registrar, 
and Co-Depositary 





Trust and Reserve Accounts 





International Trade and Foreign 
Banking Facilities 





In writing to advertisers please mention The Burroughs Clearing House 





















Experienced Banking Service in 


CANADA 


To banks and business firms with interests in Canada we offer 
the facilities of The Royal Bank of Canada, with more than 
500 branches from coast to coast. Your inquiries are invited. 


Over 600 branches throughout Canada and Newfoundland 


Cuba, Haiti, Puerto Rico, Dominican Republic 
The British West Indies 


Central and South America 


Two branches in London, England 





Experienced foreign banking service in every part of the world 


New York Agency—68 William Street 


THE ROYAL BANK OF CANADA 


Incorporated 1869 
HEAD OFFICE—MONTREAL 






Branches in Canada 


Resources exceed 
from Coast to Coast 


$2,000,000,000 
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Portland, Ore., from 32nd to 27th; First 
National Bank, Portland, Ore., from 36th 
to 28th; Public National Bank & Trust 
Company, New York, from 38th to 33rd; 
California Bank, Los Angeles, from 40th 
to 37th; Anglo California National Bank, 
San Francisco, from 44th to 38th; National 
Bank of Commerce, Seattle, from 48th to 
12nd; Citizens National Trust & Savings 
Bank, Los Angeles, from 55th to 5lst; 
First National Bank, Dallas, from 56th to 
o3rd; Marine Midland Trust Company, 
New York, from 60th to 57th; Citizens & 


| Southern National Bank of Georgia, from 


| 62nd 


to 58th; Riggs National Bank, 
Washington, D. C., from 64th to 6lst; 
Republic National Bank, Dallas, from 76th 
to 63rd. 

Brooklyn Trust Company, from 73rd to 


_ 67th; First National Bank, Birmingham, 


Ala., from 86th to 75th; Lincoln Rochester 
Trust Company, Rochester, N. Y., from 
89th to 79th; American National Bank & 


| Trust Company, Chicago, from 96th to 
| 82nd; Wilmington Trust Company, from 
| 91st to 87th; Commonwealth Bank, De- 









INFORMED ACTION 


IS THE KEY TO SUCCESSFUL INVESTING 


The Taxation Factor 
in In vesting 


Tax exemption in bonds isa feature of varying 
- value to different investors. To some it is a 
luxury; to others, a necessity. The problem is 
to obtain the exact degree of tax exemption 
which fits the individual income. The large 
investor must pay so high a tax rate that tax 
exempt bonds may yield the same or a better 
net return than taxable bonds paying a much 
higher interest rate. On the other hand, the 
investor of moderate income might be paying 
fora value he could not use in buying any, 
or too large a proportion of, tax exempts. 


Send for this Helpful 
Comparison Chart 


Available without obligation is a clear, 








HALSEY, STUART & CO. Inc. == E_—s understandable folder with tabulations that 

123 S. La Salle Street, Chicago 90, Illinois ; assist in determining which type of bond 

| Gentlemen: Please send me, without costor E is more profitable for investors with 

| obligation,"Tax Exempt vs. Taxable Bonds.” = : 

| — taxable incomes from under $2,000 to over 
| Name = $200,000. Send for “Tax Exempt vs. 

= Taxable Bonds” as an aid to informed action. 
1 Address 3 

Gity fies i Use this request form—at no cost. 

: Bc-4 EN = 





HALSEY, STUART & CO. Inc. 








troit, from 93rd to 88th; First National 
Bank, Philadelphia, from 98th ‘to -89th; 
American National Bank, Nashville, from 
101st to 92nd; Continental Bank & Trust 
Company, New York, from 99th to 93rd; 
Valley National Bank, Phoenix, Ariz., from 
113th to 94th; Mercantile National Bank, 
Dallas, from 125th to 96th; First National 
Bank & Trust Company, Oklahoma City, 
from 106th to 98th; and Brown Brothers 
Harriman & Company, New York, from 
102nd to 99th. 

Second hundred largest. Notable shifts 
in this bank group were: Omaha National 
Bank,115th to 101st; First National Bank, 
Denver, 110th to 102nd; First National 
Bank, Houston, 118th to 105th; Sterling 
National Bank & Trust Company, New 
York, 137th to 109th; Fort Worth National 
Bank, 117th to 110th; Second National 
Bank, Houston, 158th to 112th; Empire 
Trust Company, New York, 130th to 
118th; Florida National Bank, Jackson- 
ville, 133rd to 120th; Union Bank & Trust 
Company, Los Angeles, 136th to 122nd; 
National Bank of Tulsa, 141st to 124th; 
South Carolina National Bank, Charleston, 
135th to 125th; Huntington National 
Bank, Columbus, Ohio, 145th to 127th; 
Fulton National Bank, Atlanta, 159th to 
128th; National Bank of Commerce, New 
Orleans, 149th to 133rd; First National 
Bank, Fort Worth, 151st to 134th; Hamil- 
ton National Bank, Chattanooga, 152nd to 
137th; Liberty Bank, Buffalo, 156th to 
140th; City National Bank & Trust Com- 
pany, Kansas City, 157th to 143rd; Frost 
National Bank, San Antonio, 169th to 
144th; American Security & Trust Com- 
pany, Washington, D. C., 160th to 148th. 

First-Central Trust Company, Akron, 
154th to 149th; Old Kent Bank, Grand 
Rapids, Mich., 162nd to 152nd; First 
Security Bank of Idaho, N. A., Boise, 
165th to 153rd; Central Bank, Oakland, 
Calif., 174th to 157th; South Texas Com- 
mercial National Bank, Houston, 167th to 
158th; First-Citizens Bank & Trust Com- 
pany, Smithfield, N. C., 164th to 159th; 
First National Bank of Nevada, Reno, 
185th to 166th; Birmingham Trust & Sav- 
ings Company, 177th to 168th; Capital 
National Bank, Sacramento, 189th to 
170th; City National Bank, Houston, 190th 
to 171st; National American Bank, New 
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Personal checking account business development plan 


Orleans, 203rd to 172nd; National Bank 
of Washington, Tacoma, 183rd to 174th; 
National Safety Bank & Trust Company, 
New York, 207th to 178th; Colorado Na- 
tional Bank, Denver, 187th to 179th; 
Denver National Bank, 196th to 183rd; 
American National Bank, St. Paul, 223rd 
to 190th; Grace National Bank, New York, 
206th to 194th; First National Bank, 
Scranton, 216th to 195th; Chicago City 
Bank & Trust Company, 228th to 196th; 
Inter-State National Bank, Kansas City, 
231st to 199th; and Hamilton National 
Bank, Washington, D. C., 220th to 200th. 
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Unique Way of Bidding 
For New Accounts 


Colonial Trust Company of Rockefeller 
Center, New York, has sent to all its per- 
sonal checking account customers an 
invitation to become members of “The 
Colonial Winter Reading Club.” 

The Reading Club offers subscriptions to 
one of several popular monthly magazines 
for each new personal checking account 
introduced to the bank by a depositor. 
Cards of introduction, presentable at any 
one of the bank’s four offices, have been 
furnished to all the institution’s clients to 
be given to their friends. When an account 
is opened through such an introduction, 
the magazine subscription selected by the 
customer will immediately be placed. 
There is no limit to the number of subscrip- 
tions it is possible for the client to receive. 
If he is already receiving all the magazines 
offered by the Reading Club, or if he is a 
subscriber to the magazines, he can re- 
quest that the magazines be sent to friends 
as gifts, with his compliments, 

“For some time,” said Arthur S. Klee- 
man, president of the trust company, 
“we have felt that we should have some 
tangible way of showing our appreciation 
for the new business which our customers 
are constantly directing to us, and we 
believe that “The Colonial Winter Reading 


Club’ will enable us to indicate in a small 
measure our gratitude for the important 
part which our clients have played in the 
development of our business.” ° 


o ° e 


Ending of Bull Market 
in Bonds Predicted 


“The end of the bull market in bonds is 
not likely to be far away because the forces 
responsible for it are about exhausted,” 
Murray Shields, vice-president and econ- 
omist, Bank of the Manhattan Company, 
said in a recent address before the Queens 
County Bankers Association. Mr. Shields 
went on to point out that the supply and 
demand factors with respect to credit are 
about to undergo a fundamental change, 
and, further, that fiscal and monetary 
policies have brought interest rates to 
levels that are untenable except in time of 
war or depression. 

Surveying the history of bond market 
prices and yields for the past decade, he 
explained that the upturn began with the 
reflation period of 1936, was stimulated by 
the wartime program on money, and has 
continued during the past year due to 
“starvation of the market” for new issues. 

Admittedly, gold imports are not un- 
likely and could, together with a return of 
currency from circulation, further increase 
the supply of funds seeking investment, 
Mr. Shields stated. “In this setting,” he 
added, “‘if no offsetting action is taken by 
our banking authorities, if they continue 
to temporize with potentially dangerous 
issues, and if the Treasury continues its 
present policy of starving the market for 
intermediate and long maturities and of 
refunding all issues that come up for call 
or for maturity into one-year certificates, 
the stage may well be set for a further and 
final spasm of decline in bond yields. 

“But this phase is not likely to last very 
long because our fiscal and banking 
authorities are fast approaching one of the 
great dilemmas of the times, namely, how 
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to maintain interest rates at inordinately 
low levels and, at the same time, to control 
the tremendous inflationary forces which 
have accumulated as the result of past 
policies. 

“The significant point is that the direc- 
tion of Government policy is likely to be 
reversed,” commented Mr. Shields, “and, 
instead of a long series of measures designed 
purposely to bring lower and lower interest 
rates, as has been the case since the early 
*30’s, we are likely soon to see in Federal 
Reserve, and perhaps even in Treasury, 
policy, a reflection of the urgency of pre- 
venting the money inflation of the war 
period from having a response in price 
inflation in the post-war period.” 


° + » 


Encouraging Thrift 


To help promote individual thrift, wise 
investments and orderliness in the man- 
agement of every-day financial affairs, The 
Bank of California, Portland, Ore., offers 
to its customers, without charge, “The 
Multi-Record,” a book which combines 
the functions of a budget, a bank check 
register, an expense record, a record of 
income tax deductions, and a record of 
income. 

The book was prepared by Ralph Thom, 
assistant manager, in recognition of the 
fact that thrift and orderliness are in- 
herently unnatural phenomena in all but a 
small percentage of people. 

Proceeding on the basis that there is a 
genuine lack of knowledge on the part of 
people of how to save and how to keep 
simple, effective records which will bring 
orderliness to personal affairs, the book 
outlines suggestions on “How to Get 
Ahead Financially” and “The Place for 
Life Insurance in Building An Estate.” 
It contains detailed instructions for using 
the monthly Budget sheets as well as 
general suggestions on how to handle per- 
sonal accounts. 
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BUDGET AND EXPENSE RECORD 


The Multi-Record 


@ 1. BUDGET 

@2 BANK CHECK REGISTER 

@ 3.EXPENSE RECORD 
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Distributed by bank as aid to better management of personal finances 


Following the monthly posting pages is a 
recapitulation sheet for entering the 
monthly and annual totals, from which the 
annual income tax return can be prepared. 
A simple financial statement blank is in- 


cluded on which the user can trace his 
financial progress. The book contains 
sufficient blanks to accommodate two 


years’ figures. 
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The Bank of California, according to 
Mr. Thom, met with an unexpectedly 
enthusiastic response when it announced 
to its customers that The Multi-Record 
was available, thereby indicating the need 
for guidance in setting up a simple, easy- 
to-use system. The modest cost of the 
book, he states, is fully justified from an 
advertising standpoint and as a builder of 
good will. Most important, the bank is 
meeting a duty to the people of its com- 
munity in a practical, tangible manner. 


¢ ° ¢ 


Education for Leadership 


Some pertinent, hard-hitting views on 
education, leadership and the development 
of executive capacity, particularly on the 
part of young people, were given voice 
recently by J. Stanley Brown, personnel 
director, Chemical Bank & Trust Com- 
pany, New York, at the consuls’ dinner, 
New York Chapter, American Institute of 
Banking. 

Mr. Brown said in part: 

“This nation and the world today need 
people who have the equipment for straight 
thinking and who, having thought through 
to a sound conclusion on any given proposi- 
tion, have the qualifications for doing 
something about it. I presume what I am 
trying to say is that knowledge without 
character, information without philosophy, 
is but the least part of complete human 
equipment. I say that you can no more 
squeeze constructive leadership and per- 
sonality and competitive instinct from 
between the pages of a mathematics text 
than you can pour an eight-room house 
from the jaws of a concrete mixer. 
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*‘Leadership and confidence and the will 
to do are fused from activity, from the 
rubbing of elbows with other men and 
women, from the concrete doing of things | 
worth doing. , 4 /, 

“For forty-five years now, the American 
Institute of Banking has taken young 


people from behind their desks, away from 


their ledgers, and out of their cages and 
given them the priceless opportunity of YY 
using their hands and heads and hearts in 


a great co-operative enterprise. For forty- 






five years, Institute affairs have been £ y 
administered by young people who wanted yA A : 
—and needed—the opportunity to organize ; 


and direct, of learning how to live and deal . ° ‘ 
and get along with other people. Those eee the way he drives 
young folk have found a means for breaking 
down the insulation which surrounds the 
average clerical job in any business. They 





Californians own a larger number 


; of cars and depend upon them 

have discovered a means for the develop- ssiaiia th ps = 3 eal tee 

ment of whatever executive capacity may ee ein 

be in them.” state. Communities are sprawling, 
* ‘ . decentralized; distances are vast. 


Automobiles provide Californians 
with the freedom they like. 


Caution Urged In Portfolio 
Management 


Exercise of caution by banks in portfolio 
management was urged by Robert C. 
Effinger, vice-president, Irving Trust Com- 
pany, New York, in a recent address before 
the New York State Bankers Association. 

In formulating a basic policy to follow 
under current conditions, Mr. Effinger 
urged maintenance in bank portfolios of 
sufficient high-grade, short-term securities 
to meet estimated declines in deposits and 
increases in loans. There is danger, he 
said, in reaching for income by progres- 
sively lowering the grade of investments 
held. 

He indicated that, in the years ahead, 
the temptation to increase income by 
substituting lower for higher grade issues 
is going to be strong. When, as today, 
assets consist largely of highest grade 
bonds, there need be no cause for concern 
in the fact that capital funds are relatively 
small in relation to deposits. But, he 
pointed out, the situation becomes very 
different with any substantial investment 


in lower grade securities in relation to the The California Trend” 
amount of capital funds. 
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...and the way he banks 


Californians liked the progressive goal 
of A. P. Giannini when he founded the 
Bank of America in 1904...to bring 
a fully-rounded banking service with- ~ 
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ties maturing in more than two years with 
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liquidation, all substandard issues and all 
others which it is not desired to hold to 
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Quizzing employees on annual report, Peoples-Pittsburgh Trust Company 


a class, particularly those of lower grade. 

“4. If corporate issues with distant 
maturity dates are desired for bank in- 
vestment, look first at some of the recent 
refunding issues of public utility operating 
companies which are secured by first 
mortgages, protected by wide margins of 
safety in earnings, and are still selling at 
prices below those at which they are 
callable. 

“5. Where bonds are redeemable prior 
to maturity and selling near their call price, 
regard the time to the first call date only 
as measuring the assured life of the issue. 

“6. Avoid progressively lowering the 
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grade of securities held. While the out- 
look for business over the next few years is 
favorable, a recession will inevitably occur 
and will adversely affect the price of lower- 
grade bonds.” 

* + ° 


Reporting to Employees 


Over 500 employees, officers and direc- 
tors of the Peoples-Pittsburgh Trust Com- 
pany attended that organization’s recent 
employee report meeting and dinner dance. 
The occasion, which has been an annual 
event for the past several years, follows the 
stockholders’ meeting by a week and is 
designed to acquaint the employees with 
the progress of the Company during the 
previous year and with plans for the future. 

The Peoples-Pittsburgh management 
reasons that, in asking the full co-operation 
and support of its employees, those em- 
ployees are entitled to share a full knowl- 
edge of the true conditions and objectives 
as well as obtain a picture of the progress 
that has been made. 

An innovation this year was a quiz 
contest. Ten employees, chosen by a 
drawing, were given an opportunity to 
answer questions pertaining to the 79th 
annual report, climaxed by a jackpot ques- 
tion of $79. The contest encouraged a 
thorough study of the report which, in 
turn, fortified the employees with perti- 
nent information necessary in their daily 
contacts with customers. 

Colonel Robert C. Downie, President, 
awarded service pins to 145 employees 
who had been with the Company for periods 
ranging from twenty to forty years. Also 
singled out for recognition were thirty-six 
employees recently returned from the 
armed forces. Twenty-one per cent of 
Peoples-Pittsburgh’s personnel served in 
some branch of the military during World 
War II. 

. + + 


New Credit Booklet 


How small businesses may obtain credit ~ 
and capital for sound business ventures is 
explained in a bulletin, ‘““Credit Sources for 
Small Business,” issued by the U. S. 
Department of Commerce. 

The private commercial bank is still the 
main source of business credit, the bulletin 
points out, and small businesses have even 
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more reason to turn to their banker for 
credit help than have large companies 
which have increasingly relied on internal 
financing and on the issuing of securities to 
meet their capital and credit needs. 

The bulletin discusses in detail the types 
of credit extended by such diverse institu- 
tions as banks, industrial banking com- 
panies, small loan companies, factors, sales 
finance companies, miscellaneous finance 
companies, insurance companies, equip- 
ment manufacturers, wholesalers and simi- 
lar suppliers, individual investors, invest- 
ment bankers, corporations seeking affili- 
ates, branches or outlets, the Reconstruc- 
tion Finance Corporation, Federal Re- 
serve Banks, Smaller War Plants Corpora- 
tion, Federal Housing Administration and 
community industrial development groups. 

The booklet is designed for widespread 
distribution among small business men 


and may be obtained by banks, or other | 


financial institutions wishing to distribute 
it, or by individuals themselves, from the 
Superintendent of Documents, Washing- 
ton 25, D. C., or from Department of 
Commerce field offices at 15 cents a copy. 
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Advisory Service Urged 


In an address before the Ohio State 
Bankers Association last month, Hugh H. 
McGee, vice-president, Bankers Trust 
Company of New York, proposed a plan 
whereby banks would co-operate with so- 
called small business concerns in making 
available a comprehensive business advi- 
sory service designed to lengthen the life- 
span of the average business, improve its 
earnings and help provide greater stability 
of employment. 

Mr. McGee included the following com- 
ments in outlining his suggestion for the 
bank to become what he termed “‘a business 
life-extension institute:” 

“The mortality rate in little business has 
been extraordinarily high in this: country 
for many years. The outstanding feature 
of this great mortality is that it has been 
caused, in very great part, by ineptitude 
or inadequacy of management. 

Next forward step. “In my opinion, 
the next great forward step in the economy 
of this country will be a substantial im- 
provement in the adequacy of business 
management. What a magnificent and 
inspiring thing it would be if our banks 
would bestir themselves sufficiently to be- 
come an important factor in implementing 
this accomplishment! 

“There is an amazingly fine opportunity 
right now—when so many people are start- 
ing new businesses and others, with im- 
provident management, are only able to 
struggle along in their existing businesses— 
to induce these people to take advantage 
of the opportunities for improving some of 
the phases of their respective managements 
with a view to raising the average of the 
skill of the whole management. Every one 
of these concerns banks with some bank. 
We must make it our business to know these 
clients of ours better, to have the talent 
ourselves to recognize the weaknesses in 
management and to urge these people to 
go and seek the benefit of skilled advisors 
in that particular field. 

“‘How many of your clients do you think 
really know their operating costs and are 
not just guessing at them? 





“How many of your clients have any 
justifiable reason, instead of guesswork, for 
the amount of inventory they carry— 
which, if too large, burdens them with the 
added cost and marked hazard of carrying 
it? 

‘““How many of your people have a really 
full understanding of the problems in sell- 
ing their products? How many of them 
know their markets? How many of them 
understand the value and the methods of 
proper merchandising, proper packaging, 
etc.—knowledge of all of which would tend 
to increase their volume of sales and 
thereby spread their overhead costs, to 
their definite advantage? 

‘How many of your clients know, or 


1 


very reasonably understand, the implica- 
tions of their income taxes and are thereby 
enabled to take fully and wholly legal 
advantage and benefit of that knowledge? 

‘How many of your clients know any- 
thing about a budget or a cash forecast? 

Must take initiative. “Banks with 
their contacts with business of all kinds 
must undertake to develop with them- 
selves the ability to become business 
counsellors. This kind of service would by 
no means be an unselfish thing for banks to 
do, or to encourage their clients to do— 
because the better the degree of manage- 
ment, obviously the better the credit 
structure of business, which is in the very 
definite interest of commercial banking.” 
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The bank’s rapid growth during the war gave impetus to the modernization and expansion planning 


NEW QUARTERS, NEW SERVICES, NEW POLICIES 





Bankinc—Post-War 


Every bank has the problem of planning for present and future 


requirements. 


E have been asked to tell about 

\ \ the things we are doing toward 

what might be called our post- 

war program. We are glad to do this 

for whatever interest or help our pro- 
gram will hold for other banks. 

Our bank, by way of background, 
was established in 1834. It is today 
a medium-sized city bank serving the 
business interests and the individuals 
of Evansville, a progressive community 
of 150,000. We serve also a number 
of country banks in the surrounding 
Indiana-Kentucky-Illinois area from 
our location on the Ohio River in south- 
western Indiana. We have general 
deposits of $40,000,000, a war loan 


By 
ROBERT D. MATHIAS 


President, Old National Bank in Evansville, 
Evansville, Indiana 


account of $9,000,000 and total re- 
sources of close to $52,000,000. 

The rapid growth of our deposits 
from $12,000,000 in 1935, and from 
$18,000,000 in 1941, to the present 
figure at the end of 1945, together with 
our increased wartime activity was 
one factor that caused us to start look- 
ing ahead. Another was the clearly 


This institution has a well-integrated program 


indicated need for developing new 
services. 

Between war bond drives we did our 
fair share of post-war planning. We 
turned our attention to such matters as 
the modernization of our banking 
quarters, to the development of a con- 
sumer credit department, and to the 
expansion of our trust department. 
To these phases of our program there 
have been added, mostly since the end 
of the war, the additional matters of 
serving war veterans, of helping small 
business, and of developing new poli- 
cies for our own personnel. 

Fortunately, our program has had 
the full support of our board of direc- 








tors, and that is undoubtedly the rea- 
son why we have been able to make the 
progress we have in getting it into 
operation. 

The most pressing problem that 
confronted us was the expansion and 
modernization of our quarters. As 
matters turned out, this led straight 
into our peacetime plans for customer 
services. It meant finding space for 
our proposed consumer credit depart- 
ment, additional space for our trust 
department, as well as more space for 
officers, more tellers’ windows, and 
more space for operations. 

Our old quarters had been com- 
pleted in 1917, at a time when we had 
some $6,000,000 of deposits, five offi- 
cers, seven tellers, and a total personnel 
of twenty-five. This contrasted with 
our need for accommodations for 
twelve officers, fifteen tellers and a 
total personnel of sixty-five. 


‘THE opportunity to take the first 

step in our modernization program 
came during the war with the call for 
bronze and other metals. It happened 
that our tellers’ windows were equipped 
with heavy bronze grilles that could 
well be dispensed with: At that time 
we called in the bank designers and 
architects to help us prepare our plans. 

A four-step program came out of 
our discussions. Some of the work 
was to be done at once, some of it at 
the conclusion of the war, and some of 
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President Mathias describes his bank’s post-war program in detail 


it was in the nature of future plans, 
the execution of which would depend 
upon the continued growth of the 
bank. It gave us an integrated plan 
that would meet both present and 
future requirements. 

Step number one consisted of the 
alteration of the cage structure and 
was undertaken at once. Step number 
two consisted of structural changes 
which were deferred to the end of the 
war, and which have since been largely 
completed. Step number three, which 
is still in the future, consists of lower- 
ing the ceiling in the banking room, 
the installation of indirect lighting and 
air conditioning. Step number four, 
which will depend upon the need for 
additional lobby space, will consist of 
removing the safe deposit vault from 
the rear of the banking floor to the 
lower level. ; 

We had considerable discussion about 
the complete adoption of the new open 
type teller’s window. Everybody was 
in favor of the removal of the heavy, 
old style grilles, but there was some 
feeling that we ought to substitute 
some kind of smaller wicket. We went 
all the way, however, and are now 
strongly in favor of the person-to-per- 
son nature of the transactions between 
customers and tellers. Inside the 
tellers’ windows we went to the dual 
type of cage, in which two tellers work 
in each section. This made it possible 
to cut three feet from the depth of the 
cages and to use this for rearranging 


Two modernization steps: Enlarged 
officers’ platform now extended into 
lobby, and open type tellers’ windows 


stenographers’ desks at the rear and 
for enlarging the aisleway. Later, I 
think, we may have the stenographers’ 
files built in underneath the tellers’ 
counters, which are now open, as a 
means of conserving space and im- 
proving the general appearance. This 
is, of course, in line with the new idea 
of recessing files whenever possible. 


[N our structural changes, which are 

now practically completed, we accom- 
plished several major objectives which 
may be of interest to other banks. 
We enlarged our officers’ platform by 
bringing the outer side of it out into 
the lobby beyond the line of the 
tellers’ windows. This made use of 
space that is not needed for lobby 
traffic as is the space in front of tellers’ 
windows. We also rearranged the 
space utilized by the president’s office 
to include a conference room for the 
use of other officers. Our most impor- 
tant structural change, we believe, was 
that providing space for our new con- 
sumer credit department. A rearrange- 
ment of our space downstairs, previ- 
ously used largely for record vaults, 
gave us the necessary room. The new 
department is entered from a stairway 
from the street foyer. Another change 
enlarged our trust department on the 
second floor and improved the quarters 
of the operating department. New, 
revolving doors were installed, and the 
entire bank redecorated. 

One effect of our modernization 
program is particularly worth men- 
tioning, I think. That is in the 
changed appearance of the banking 
floor brought about by the removal of 
the superstructure of the tellers’ cages. 
Where the room formerly had the 
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appearance of being only as wide as 
the distance from the tellers’ windows 
to the opposite side of the lobby, it 
now has the appearance of greater 
width, and of covering the full distance 
from wall to wall. 

Our new consumer credit quarters 
are not yet completely finished with 
desks and fixtures, though the room 
itself is finished and the department is 
in actual operation. At first it had 
been our intention to build several 
small “closing” rooms in the depart- 
ment, but the later opinion seems to 
be that these are not desirable. The 
opinion is that desks should be ar- 
ranged as on an officers’ platform for 
the closing of deals, and that this is 
more desirable than the extreme 
secrecy suggested by the small offices. 


"THE decision to open our consumer 

credit department was the result of 
much deliberation. Prior to the war 
we had felt that there were numerous 
agencies where consumer credit and 
installment loans could be obtained. 
We recognize that this is a condition 
that is still true, but we also recognize 
that the public has come to expect a 
more complete banking service from 
the banks themselves. This expecta- 
tion is voiced not only by the indi- 
vidual customer but by the small busi- 
ness man and the professional man. 
Most of these are already customers of 
the bank’s commercial, savings and 
other departments, and it is only rea- 
sonable for them to expect to obtain 
financing service from the institution 
that is already carrying their other 
accounts. 

In the past we had, of course, made 
many small loans and many of them 


An 
experience 
not to be 
set aside... 
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Two recent publications of the bank’s aggressive advertising department 


on an installment basis. In opening 
a new consumer credit department, 
however, we recognized that the new 
service represented retail instead of 
wholesale credit, that its operation 
would differ from the operation of the 
bank proper and that it would require 
an entirely separate staff. We rec- 
ognized that, for the -public’s con- 
venience, this department would be 
open more hours during the day than 
the bank itself. 

Having decided to go ahead we 
decided that the new service should be 






Home appliance exhibit marks opening of new consumer credit department, an important post-war development 


a creditable one to the bank, and a 
complete one. We decided that we 
should undertake not only the financ- 
ing of automobiles and home appli- 
ances and home improvements, but 
that we should undertake to finance 
dealers in the matter of so-called floor 
planning. 

Our first step was to employ an in- 
stallment loan executive thoroughly 
versed in this type of financing. He 
came with us in November of last 
year and was subsequently made a 

See BANKING—POST-WAR—Page 42 
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HE operations of large banks 

are generally systematized to a 

fine point. Usually such institu- 
tions have comprehensive instructions 
in manual form for the guidance of 
officers and employees. 

Are operating manuals practical in 
smaller country banks, where em- 
ployees are familiar with most of the 
bank detail and there is greater flexi- 
bility? Can the operations be blue 
printed or organized along a definite 
pattern? In our experience, the answer 
to both questions is ““Yes.” 

Flexibility is highly desirable. How- 
ever, if individual responsibility for 
definite duties is not fixed, “every- 
body’s business” can be “nobody’s 
business.” Moreover, there should be 
a uniform method of handling transac- 
tions, both from the standpoint of 
customer relations and internal effi- 
ciency. 

So, our bank of a modest $3,000,000 
in deposits, with seven employees in- 
cluding active officers, is using a simpli- 
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lmproving SMALL 
Bank OPERATIONS 


By 
CLARENCE W. SCHAFER 


President, Chesaning State Bank, Chesaning, Michigan 


Is it practical to systematize the operations of a 


small bank through a plan which prescribes uniform 


practices and assigns responsibility for recurring 


jobs? The author believes that the answer is “yes” 


fied operations manual which serves 
two major functions: 

1. It prescribes the practice we 
have established for various operations. 

2. It fixes responsibility and as- 
sures that recurring jobs are not being 
overlooked. 

Lest some country bankers may 
shun the subject on the grounds that 


compilation of such a manual is too 
formidable an undertaking, perhaps I 
should mention at the outset that an 
operating guide of the type we have 
adopted can readily be prepared in 
two or three spare evenings, and 
practically no expense is involved. 
The manual, which is available to 
employees for reference at all times, 


Responsibility for supervising and proofing accounts, preparing reports, is assigned to specific individuals 














GUIDE FOR SUPERVISION AND PROOFING CALENDAR OF REPORTS AND SUPERVISION 
* ACCOUNT SUPER- PROOFING O rm 
VIsIon (8) (0) KEY STATE BANKING DEPARTMENT VISION PERIODS 
Call reports c Upon call 
LOANS AND DISCOUNTS Barnings and dividends c 6-30 and 12-31 
1 ~ Seoured by Collateral I z B (EB) - Even Months List of. stockholders c February lst annually 
2 - Unsecured z 7 8B (0) - Od¢ Months 
3 - Industriel Loans z B z (C) - Clarence 
4-7. H. A. Mortgages 7 J B (3) - Joe 
5 - Other Real Estate Mortgages ? 7 8 (8) - Ben 
6 - Overdrafte J 4 . (GE)- Geraldine 
1- (GR)- Grace 
6- tw) - Mollie FEDERAL RESERVE 
P) - Pauline 
BONDS AND SECURITIES ts} - Bgbert Call reports c Upon call 
Earnings and dividends c 6-30 and 12-31 
® - U. S, Governments - Not Pledged c 2 Reports of net deposite GE iSth and 30th 
10 - Ditte - Pledged c Cc z Time deposits - Federal Reserve Account GE Wth 
ll + Secondary Reserves c c > "B" bonds sold and on hand OE Bvery Monday and end of month 
12 - Munioipal Securities c Se. @ Bonds redeemed SE s«~itte 
15 - Other Securities c c J 
14 - Stock in Federal Reserve Bank c c z 
15 - 
CASH AND DUE FROM BANKS . 
O O COLLECTOR OF INTERNAL REVENUE 
16 ~ Federal Reserve - Reserve Account B B ce: . 
17 - National Bank of Detroit # A eh Income tax report ¢ March 15th 
18 - Continental 111. Bank - Chicago # B @& Tax on safety box rentals GR Monthly, by end of succeeding 
19 ~ Central Hanover Bank - New York B 8 GE month 
20 - "BE" Bonds Sold B Ge 8B Withholding tax deposits . End of month, oftener if 
@1 ~ Cash - Cage 1 J > @ balance equals $5,000. 
22 ~ Cash - Cage 2 (including vault) B B a Secial Security tex z Within 25 days after end of 
23 - Cash ~ Cage 3 GR aR oO calendar quarters 
24 - Iteme in transit B B ar Withholding tax, employees account z Ditto 
25 - Cash Items Q 8 aR Capital stock tax report c July Slst, deadline, 
. 26 ~ Cages B B a 
OTHER RESOURCES DEPARTMENT OF REVENUE, LANSING 
Use tax GE Wth 
27 - Other Resources c eK Intangible jax c March lat 
26 - Banking House c c 2 Michigan corporation tax c August Slet, deadline 
29 - Furniture @ Fixtures c c z 
30 - Customers’ Bonds for Safekeeping B ne 
Si + “B* Bonds on Hand GE ce 8B 
CURRENT EXPENSE, LOSSES, DEPRECIATION 
OFFICE OF PRICE ADMINISTRATION 
32 ~ Expense fe oe :B 
35 ~ Interest Paid oR Ge :8 Monthly report P Wth 
34 - Cash Short 6 oe 8B Invoice for our compensation 8B lst of January, April, July, 
© 36 ~- Losses and Charge-offs on Securities C c z O October 
36 - Losses and Charge-offs on Loans ‘¢ c z 
37 ~ Other Losses : 4 c 7 
c 7 





















































plicate copy mey be dispensed with. 














column end extended into a balance column. 


column and the balance be extended. 



















number and check number. 


receipted for by parties. 






file under "*Escrows.* 











@ more or less flet charge was instituted. 


whose abstract is being forwarded. 


is an inexpensive loose leaf binder 
containing letter size sheets. When 
changes are adopted, revised pages are 
easily inserted. The manual is sub- 
divided into three sections: Guide for 
Supervision and Proofing, Calendar of 
Reports and Supervision, and Indi- 
vidual Account Guide. 

In conjunction with the manual, 


Por each escrow accepted, our own form of numbered escrow 
‘agreement made up in quadruplicate must be used. 


The agreement should set forth the inetruments deposited 
by each party ee well as cash and the terms under which the de- 
posits ere made and the conditions under which the instruments 
may be delivered. If ebstracts are left for continuation, the 

mt should designate the attorney who will approve the 
title. The agreement should make provision for current or accru- 
tng taxes end for transfer of insurance or other disposition. 


The quedruplicate set should be signed by all parties as 
well as @ bank official. The white original to be retained by 
the bank, and the other carbon cepies to the individual parties. 
If there are only two parties other then the bank, the quadru- 


The bank's copy of the agreement together with all instru- 
mente should be placed in a document file and kept in Mr. 
Schaefer's desk file under "Escrow Agreements." 
should be endorsed on the back of the white —- in a credit 
Checks issued against 
this escrow should show on the back of the agreement in a debit 


Journal record should be kept of cash deposited and paid out 
with the control on general ledger account No. 
Separate form of numbered escrow checks should be used and 
all transactions shown on the journal record by name, escrow 

Completed escrows should bear notation of deliveries, duly 


Completed escrows should be filed in the correspondence 


Pormerly @ schedule of. escrow charges was set up based upon 
the amounts involved but the escrow system was not popular until 
We are at present 
charging basically a $3 flat charge, usually against the perty 
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Cash deposited 
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numerically, 





The Individual Account Guide outlines routine methods of handling operations, notes special arrangements 


each officer and employee has an 
Individual Work Calendar which lists 
the recurring jobs for which he or she 
is responsible, and provides space for 
recording when the work is completed. 

Examples of all of the forms are 
shown in the accompanying illustra- 
tions. Following is a brief description 
of each. 


CERTIF 48 





C. Ds. are made up with one-time carbon 
ister sheets attached, the same as all time certifi- 
cates, drafte, certified checks, and goney order forms. 


They are issued on the cage typewriter, The 
‘duplicate register form is dropped into the "credits" 
section of the cage counter tray and run with other 
credits for the proof department. 


In the proof gg o the yogseter ome 
erranged numerically, end only the firs aueber listed 
with the non-add key, “The remaining Shere: can elways 
be readily determined. 


After the C. Ds. have been paid and passed through 
the proof, their respective register copies are “lifted" 
from the outstanding file, totaled on a tape, 
fastened together. The total of the tape must agree 
with the total debit to prove that the correct register 
copies have been lifted. 


The register copies are filed with the other debits 
and credits for the day. The paid C. Ds. are filed 


Cc. D. register. 
The outetandings are run monthly in a fraction of 


the time formerly required to find the little white 
"Unpaid® spaces on the cumbersome C. D. registers. 



















pa 
thus eutomatically creating a permanent 


The Individual Account Guide sec- 
tion of the manual outlines the methods 
of handling operations, as broken 
down by general ledger accounts. 
Since we have assigned a number to 
each general ledger account, it was 
easy to head up manual sheets with 
the titles of the various accounts and 

See SMALL BANK OPERATIONS—Page 47 


The various assigned jobs are listed in Individual Work Calendars prepared for each officer and employee 




















WORK CALENDAR - JOSEPH DaWEK WORK CALENDAR - JOSEPH DAWEK 
2 s be he 0 ~ nM 4 ‘a | = bk So. > 8 
BS gsES S52 85 25.8 ts eES asses 25s 
SO CERHiGE Ue HbR ita “wnttett-siea-. sb84 
‘ i Sg koe =o SB) te te Sit eet a é i ; §-3 P-S-B 8 § + + Sh PS 
| ACCOUNT | Ribiaaoeo iSeaeainniacinio MONTHLY aR eH Oza SEgerss2es 
X - Secured by Collateral, Fven ZR.24 Ab 20 15- T.C.R. 1 Report to Fed. 
| 2 - Unsqoured, Even Bi al, de PB lst_to 10th ~ Transfer Employees GIS 3.35.. 48. 
3.- Industriel Loans, Odd al 2h... Me a7 : bd Withholding Tax | 
|| 4 = PiH A, Morteages, Even iat 3k hi. ial 25th = United Mar Chest. prove & 26,30.25.242627 24 
| 5 - Other Real Estate Mtres, Even DU) .iAl idle 20 mbké up. remittance. 
6 - Overdrafts, Even 2u.al.sG. at ‘ 
@ -1U, S$. Goy'te + Not Pledred, Odd ok lar ve | lad _ QUARTERLY REPORTS __ 
10 +) U, S. Gow'ts + Pledced, Oad hil 9g 10 i H Federal Social Security Report j 
1X - Secondary Reserves, Odd LO fh 9g LO ij i Jan. ist to 25th Jb 
12_+\ Municipal Securities, Gad 10.4 b LF. GO oo i Apr. ist to 25th | 
13 - Other Segurities, Odd (0.4L F Jo i July ist to 25th 7 
|.14 =| Stodk in Fed. Reserve Sank, Odd VO. MG YO. Oct, 1st to 25th 43 
eh BA_n i Cash -| Cave No, 1, Even Al tl. Oo. s2l, i j : ; 
4 2%_| Other Resources, Odd i 00. ff 9 10 bd td Employees’ Withholding Tax Report bank 
| 126 - Banking House, Odd (0. fl. 9 fo L Jan. lat to 25th fb 
129 -| Furniture & Pixtures, Odd ; £0. fbh..9 10 ; Apr. Ist to 25th ae 
{35_-| Losses & Charge-offs on Sec.,Cdd 10, th sG\ AG Ld July let to 28th 7 
uh G2; Laames. & Charreoffa on Loans,Odd.. 10. MG. Le Oct. let to 2$th a 
|_| 34_-\ Other Logses, Odd 10. MG. la pF : ae } i 
,. 38+, Depreciation, Odd (0. UF 40 Michigan Unemployment Tax Report a 
\44 ~- Escrow, Odd Vii me Jan. let to 28th fo 4 
\S9_-| Reserves for Dept. & Band Prem. ,Odd Ui. a. iF 7 ; Apr, let to 25th , ; 
63 - Surplus, Odd TA? BF 7 July ist to 25th Lt ; / ; 
Ci j Oct. let to 25th | 2 2 ee H 
| $EMI-KONTHLY i iJ i Lad 
ist - Payroll UE 3/5/68 15/875 1S ANNUAL REPORTS | i i bad ie Oe ; oar 
15th - Payroll 303/31303/303/ 31 Jan, Ast to List + Federa) | fb 14 ’ ; 
Ast, - Mail Mortrage Notices hi hihi@Qi Mas isil Unemployment Tax Report i } : 
[15th + Mail Mortrere Notices Lee lO /S/S Sb June. 30th - Bead Record Blimination . H . 
‘ | Bnd ‘Monday - Directors’ Comparative State- : id 3 Fe 
4 mente 4 Funds Conversion 9¥3/0%/2/0 § j i 1 5 i. ; 
i | ath Monday - Direstors* Comparative State- ; ri } [ 
Rey ments @ Funds Conversion APIAT 2424624 28 i 
et Bs 
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HE experience of Anglo Bank in 
dealer automobile financing goes 
back for twenty-nine years. 

Anglo was the first bank in the 
United States to organize a specialized 
automobile contract department, 
which opened for business on April 1, 
1917. Anglo Bank was also the first, 
to our knowledge, to establish a 
wholesale “flooring plan” for auto- 
mobile dealers, in 1918. In 1921 we 
instituted the practice of setting up a 
“reserve” for automobile dealers to 
protect them against losses. This plan 
has since become a nationally rec- 
ognized method for handling dealer 
paper. 

In the early days of this department 
its financing was confined strictly to 
automobile and truck paper. Later its 
activities were broadened so that it 
includes today all types of consumer 
credit, also such varied items as trolley 
coaches, boats, contractors’ equipment, 
airplanes, machinery, Diesel engines, 
both truck and stationary, and in 
general any type of mechanical equip- 
ment that has sound, collateral value. 

The contract department is not 
located in the main banking room at 
the head office, but occupies the second 
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The DraterR PLAN 
of Auto Financang 


By 
Il. M. BARNETT 


Assistant Vice President and Manager, Contract Department, 
The Anglo California National Bank of San Francisco, 
San Francisco, California 


Anglo Bank... the first in the country to organize a 


special contract department... describes the methods 


and policies which it has 


29 years in handling this 


floor of an office building at 510 Mont- 
gomery Street. Here the department 
uses a separate lobby entrance and 
elevator service. This insures ample 
privacy and avoids banking room floor 
traffic. From the beginning the key 
men in this department have been 
automobile people, men who came to 
the bank from the automobile indus- 
try or allied fields. 

Over the years my predecessor in 
charge of this department, Berkley 
Neustadt, who retired last November 


developed during the past 
type of installment paper 


to engage in business for himself but is 
still a director of the bank, introduced 
or developed a number of “‘firsts’” or 
innovations in consumer and dealer 
financing. These included such new 
activities as: 

In 1925, a specialized department 
was set up to provide installment 
credit for rehabilitation of homes and 
other real property. This type of loan 
was later officially recognized as eco- 
nomically sound and sponsored by the 
National Housing Act, Title I plan. 


The contract department, specializing in consumer paper, is located in an office building, 510 Montgomery Street 
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For the purpose of securing credit |/We make the above representations. 



































.Transter Fee $. ~~ hicense Fee § Total $. 
6. Total of the Unpaid Balonce Ge cee see eree ney hh Opeeey vig Few LAS auRg BORG VAG eT LEME EN $. ried 1. Cash Price, incading extras and accessories $. edn tare." ‘Tom! 6. a 
7. Tine Price Differential... 6 nce eee cee et ce tere eee ns cee eer sete adas er nerns era eea es SS SP a aed Down Péyment—contisting Of tsb 6 5 ee ee ‘* ‘ Le 
8. Total Contract Balance Due From Buyer to Seller, Payable in___Mo. Payments.of $e Property Traded In. Net agreed value uy 
3 . ‘Describe Tisde ia oa eee “ 
Ter. Insurance included in obove to be placed = Mos, to expire With (7) Before [j After [) expiration of Contract, 2% Toul D hak he ce kc ee ee . i. * 
Fire, Theft, | Fire, Theft, ACVor |, Vendors 12 Mos. Property |  12Mos'Bodily : 
pe Comprehensive. | Stated Value of Si Damage Injury 3 Unpeid Balance (Difference between lines L& 2). eee ee 64... 
Pe Ree" | eSieeton | atormee et cas 4 Totul Grows Iesumnce Premium iocluded ‘hetein, if fy (as specifically set forth in Statement of Traction , : 
$ es. ; i it 4 ies et in ay 
Po Ea Re ES ee a |6|6lU i Ce oe PS ay. ke Shekoee ee Se oe he ee ee Oe oe eo at ae , 
Age simultaneously executed by the purchaser) w eS -—ilealianen 
$ ae te $ '$ $. $ ; ~ ery 
' 5. Registration Fee $_________. Transfer Fee $ License Bee $. Toul i 
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New contract forms, with one-time snap-out carbons, now used in transactions with car dealers 


In 1926 a specialized department 
was organized for discounting con- 
tracts on agricultural implements, 
equipment, machinery and other dura- 
ble goods. 

In 1927 long-term financing was 
instituted for heavy duty highway 
trucks, urban and rural bus lines and 
fishing fleets. 

In 1931 this department established 
the “Without Recourse Against Re- 
serves Plan,” the forerunner of the 
modern plan for handling large volume 
automobile dealer accounts. 

In 1935 discount service was initi- 
ated for financing automobile house 
trailer sales contracts. 

During these three decades the 
Anglo Bank, through a system of trial 
and error, established and proved the 
policies it now uses in installment 
financing. Proper terms and selling 
conditions granted to a credit group 
where no bank credit existed before 
required the test of experience. Title- 
retaining contracts had to be prepared 
and proved; collection and repossession 
procedure had to be developed. Forms 
and procedures had to be tested in the 
courts to insure legality. 

For many years we have been instru- 
mental in helping many correspondent 
banks establish contract departments, 
both through the training of personnel 
and the suggesting of suitable forms 
and accounting systems. A training 
program has been established within 
the department for correspondent bank 
personnel and counselling service ‘is 
always available. 


In 1941 our contract department’s 
volume of business was approximately 
$50,000,000. During the war years 
the department experienced a profita- 
ble business; no contract department 
branch was closed and. all operations 
were maintained. 


‘THE introduction of any post-war 

plans for installment financing is 
largely dependent upon the resumption 
of full scale manufacturing and distri- 
bution, especially of automobiles and 
trucks. Our experience to date in 
checking new car deliveries shows the 
existing ratio is about fifteen cash 
sales to one sold on contract. This is a 
reversal of the general trend before 
the war and is undoubtedly due to the 
flush money conditions existing today. 
It is expected that this trend will con- 
tinue for the next few months but will 
eventually return to the ratio prevail- 
ing before the war, which was 60 per 
cent contract and 40 per cent cash 
sales. 

Our dealer finance plan is designed 
to provide a proper dealer reserve and 
to protect the dealers’ interests. <A 
definite policy, well understood by 
Anglo Bank dealers, has been adopted 
in regard to bank-agent and all other 
direct finance plans. This has en- 
abled dealers to use direct finance 


Rate books, given to dealers and 
salesmen, also include work sheets 
and memo pads 


plans in the promotion of sales and yet 
protect dealer reserves. 

Our first step in contacting the 
dealer is through our public relations 
division. In soliciting dealer financing 
the bank must have an adequate serv- 
ice to offer that can handle the dealer’s 
business, both flooring and retail, and 
also meet competition in rates. 

We do not use any set dealer agree- 
ment form. Each arrangement made 
with the dealer for handling his paper 
is outlined by letter in duplicate. This 
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letter covers clearly such items as 
rates, terms, reserves, repurchase agree- 
ments, collection and _ repossession 
procedure and all other details. The 
duplicate copy is signed by the dealer 
and returned to us. We also supply 
him with sales contracts, statement of 
transaction and purchaser’s statement 
forms, trust receipts, self-addressed 
envelopes and: other incidental forms. 

In addition, we feature an advisory 
and counselling service for our dealer 
customers. We want them -to feel 
that we are always available to them 
for counsel, regardless of their prob- 
lems. As a result, we have built up 
very cordial relationships. 

At the outbreak of the war, many a 
dealer was caught off base by changing 
conditions. It was obvious that auto- 
mobile production would soon have to 
shut down, and that the rationing of 
cars and gasoline was near. Some lend- 
ing institutions became fearful of their 
flooring loans and demanded immedi- 
ate payment in full. Many dealers 
hurriedly disposed of their franchises. 
We held a consultation with our execu- 
tive officers and decided to advise an 
opposite course. 

“Stay in business,” we told our 
dealers, “cut overhead and eliminate 
unnecessary expense, build up your 
service and parts business, buy and 
sell used cars. Buy all the new cars 
you can and we will floor them.” The 
soundness of this advice was proved 
later by the tremendous wartime de- 
mand for new cars. Our dealer cus- 
tomers who took this advice not only 
prospered through the sale of new 
cars but were able to continue in 
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Mr. Barnett (left) conferring with N. C. Owen, assistant vice-president 


The article discusses reserves, insurance, capital loans, collections, etc. 


business throughout the war years. 

The dealer paper we discount carries 
a “reserve” to the dealer. This 
“reserve” consists of the difference 
between our net discount charge to the 
dealer and his charge to the customer. 
In addition the dealer receives an 
insurance commission if the insurance 
is included in the contract and pro- 
vided that he is licensed to receive 
such commissions. 


HE Anglo Bank’s guaranteed dealer 

‘reserve plan” grew out of condi- 
tions in the 1920’s, when growing auto- 
mobile mass production resulted in tre- 
mendous factory sales pressure. Many 
dealers became overloaded with cars 
which could not be sold on a falling 
market. Keen competition resulted in 
excessive trade-ins and the aceumula- 
tion of large and unsalable stocks of 
used cars. Dealers failed over night. 

As the result of these dealer experi- 
ences our bank recognized the need of 
establishing a safeguard for dealers. 
After all, the dealer who guarantees an 
automobile contract definitely assumes 
a contingent liability. It seemed a 
logical step for him to be compensated 
for assuming that responsibility. Our 
reserve plan was started in 1921 and 
is today the foundation of our dealer 
financing program. Experience has 
shown that dealers who followed this 
reserve plan have come through the 
most trying years on the right side of 
the financial ledger. Dealers have also 
discovered that in many a lean sales 
year the carefully set up “Dealers 
Contingent Liability Reserve” has 
meant the difference between a profit 


and a loss on the year’s operations. 

In addition to our standard guar- 
anteed “dealer reserve” plan, we also 
have available a “Without Recourse 
Against Reserves” plan. 

The profits will not vary greatly on 
either plan because the rates are set to 
net the bank a certain return. In 
other words, we want to net a definite 
percentage profit on each $1,000 
loaned. We can handle loans in two 
different ways, but in the final analy- 
sis the net return is about the same. 
As a matter of protection, the bank 
has either the cash reserve or a com- 
bination of smaller reserves and the 
dealer’s endorsement. 

As for profits, the tendency of the 
rates during the past several years has 
been downward. At the present time 
the discount rates are at an all-time 
low. Greater volume will help to off- 
set lower rates. 

Dealers may also obtain capital 
loans. In the early days of the auto- 
mobile business it was the generally 
accepted theory that the capital struc- 
ture of an automobile agency did not 
warrant an ordinary bank loan as an 
initial investment. It was considered 
that the dealer himself should provide 
sufficient capital for his operations. 
Through the years Anglo Bank has 
been making capital loans to experi- 
enced and reliable men with the 
“‘know how” in the automobile busi- 
ness. Many a dealership with a modest 
beginning has prospered and grown 
through the assistance of our timely 
capital loans. We have never taken a 
loss on a dealer capital loan. 

Differing from other plans of this 
kind, such loans are on a simple inter- 
est bearing basis with convenient 
maturities. These loans do not in any 
way contemplate participation in the 
profits of the business and can be paid 
off at any time without penalty. Loans 
which involve majority or partnership 
control and a heavy drain on the busi- 
ness profits do not permit a dealer to 
acquire ownership except at very 
heavy cost. 

All contracts discounted must carry 
adequate insurance coverage against 
the hazard of fire, theft and collision 
to protect the bank’s interest. Bodily 
injury and property damage can also 
be included in the contract, although 
these additional features are for the 
protection of the purchaser, the bank 
having no liability for the acts of the 
buyer in operating his car. 

Several years ago we developed an 
emblem for our installment loan serv- 
ices, which are packaged under the 
name of “Anglo Bank Credit, Simple 
as ABC.” We have used different 


versions of the emblem, often with the 
slogan, “The Pioneer Plan,” but in 
each variation the term “Anglo Bank 
Credit” appears prominently. 

See AUTO FINANCING—Page 50 
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A SAFEKEEPING SCC 
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Director Clutchbill has some frantic moments as inadequate storage 
facilities in the bank result in the loss of a customer’s heirloom 


% ORTY-TWO, isn’t it?” ques- 
Piticnea Director Clutchbill. 
*That’s in this block,” said 
Cashier John Atwood. 

The village siren went off again in 
sudden, penetrating blasts, four long 
ones, followed by two short. 

“Willie, run out and see how close 
it is,’ ordered Mr. Clutchbill, his face 
jammed tight to the window. 

Willie Dexter, the teller, hopped off 
his stool and scuttled hatless out onto 
Main Street. In two minutes he came 
running back filling the lobby with a 
hurried broadcast. 

“It’s in Nood’s shop, right next 
door. The paint shop’s afire in their 
cellar.” 

“I can smell smoke already,” yelped 
John hopping up and glaring around as 
though everybody were on fire. 

“Put everything in the vault and 
lock it!’ sang out Director Clutchbill 
hastily salvaging his black felt hat 
from John’s desk top. 

Instantly Willie and the two women 
clerks were running back and forth 
from the counter to the vault, their 
hands full of money and books. 

A‘ new shriek bit the air of Main 


Suddenly the hound turned snuffing down the lane. 


By 
FRED COPELAND 


Street. The old red fire truck, moan- 
ing on a high key, had come out of 
Railroad Street with villagers leaping 
out of its path. 

“How about the stuff in the vault 
down cellar?” yelled John in the grow- 
ing confusion. 

“Get the boxes of stuff up here!’’ 
shouted Mr. Clutchbill. “If the block 
falls in everything in that old storage 
vault will be cooked. Willie, go out 
and get a truck up as near the curb 
as you can.” 

Willie, who had just closed the main 
vault door, ran for the street. 

“Come, everybody,” hollered Mr. 
Clutchbill leading the way to the 
cellar, “help me get the customers’ 
storage boxes up here.” 

There were only a dozen boxes and 
small trunks of family silver anc other 
household valuables, but they were 
awkward to boost up a dark, narrow 
flight of stairs, and Willie was back 


with a truck waiting at the curb when 
the last box was dragged to the street 
door. 

Mr. Clutchbill took one look out of 
the window at the throbbing old red 
fire truck and stared at a hose writhing 
slowly and humping its back. 

“Put the boxes in the truck,” he 
shouted. 

The second relay leaped into action. 
The women clerks lugged boxes be- 
tween them. The men staggered out 
with the trunks. In a few moments 
every box was in the ample body of 
Oliver Bero’s truck. 

‘Pull over across the street,” ordered 
Mr. Clutchbill. ‘‘Watch those boxes 
close. They’re valuable; there’s twelve 
of ’°em, remember. I'll tell you when 
and where to go if it comes to that.” 
The old director turned and elbowed 
his way with John and Willie through 
the crowding villagers. 

An hour later, after intermittent 
tinklings of breaking glass and hissing 
squirts of water, everything went 
quiet. Only a little mean-smelling 
smoke drifted out of the cellar windows 
of Nood’s store. The firemen came 

See A SAFEKEEPING SCARE—Page 53 


“Sh-h! get him back!“ cautioned Mr. Clutchbill 
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Serving You in Southern California 


is the 


SECURITY-FIRST NATIONAL BANK 


of Los Angeles 
with resources of over 1% billion dollars 
and 120 offices and branches from 
Fresno to the Mexican border. 


MEMBER FEDERAL RESERVE SYSTEM 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


' Head Office: 
Sixth and Spring Streets « Los Angeles 54, California 
Founded in 1875 
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By N. 


Farm Credit Act 


The House Agriculture Committee 
has favorably reported the Agriculture 
Credit Act (H. R. 4873) and Repre- 
sentative John W. Flannagan, Jr., has 
announced that he wants to get House 
Rules Committee clearance soon to 
bring the measure to the floor of the 
House. 

A committee report filed with the 
House argued that consolidation of 
agricultural credit agencies will ‘‘keep 
agricultural credit out of politics” and 
help to “‘assist qualified veterans, farm 
tenants, farm laborers, sharecroppers 
and others to become farm owners.” 

“Our present agricultural lending 
set-up, it would seem,”’ the committee 
said, ‘“‘was never carefully planned and 
considered in advance but, like Topsy, 
simply grew up. And it ‘has grown, 
over the years, into an unsound, in- 
efficient business structure. 

“‘Today we have a structure that is 
not only hideous in appearance but 
impractical in design. Those in one 
part of the structure do not know 
what is going on in the other part of 
the structure.” 

Consolidation of the farm credit 
agencies would accomplish the follow- 
ing. 

1. Would bring about proper co- 
ordination of Farm Credit policies and 
programs. 

2. Would achieve and maintain 
maximum economy and efficiency of 
administration. , 

3. Would establish a clear demarca- 
tion between co-operative credit, Gov- 
ernment credit, and relief. ; 

4. Would fill in ‘the gaps in the 


P. GREGORY, Washington Correspondent 


transferred all functions of the Farm 
Credit Administration (co-operative 
credit), and the Farm Security Ad- 
ministration (Government credit). 

The independent agency set up 
under the act would be under the 
supervision of a staggered, long-term 
policy board. Under the board would 
be an administrator of the whole sys- 
tem who, subject to the supervision 
and direction of the board as to matters 
of a broad and general supervisory, 
advisory, or policy nature, would be 
responsible for the execution of the 
Agricultural Credit Act and all acts 
creating the functions transferred to 
the agency. Under the administrator 
would be six deputy administrators 
who, subject to the direction of the 
administrator, would be in charge 
of the six divisions of the agency, 
namely: 

1. Division of supervising loans to 
farmers’ co-operative associations. 

2. Division to supervise short-term 


loans made by co-operative lending 
institutions. 

3. Division to supervise long-term 
farm mortgages. 

4, Division for supervising and 
administering direct loans to farmers: 

5. Division to supervise financing 
and discount activities. 

6. Division to carry out the func- 
tions of appraisal and examination and 
other service functions. 

The committee’s report says that 
the chief opposition to the bill comes 
from the National Farmers’ Union and 
the Secretary of Agriculture. 

“Objection is made to taking the 
Federal agricultural lending agencies 
away from the Department of Agricul- 
ture and placing them under an inde- 
pendent establishment,” the report 
says. ‘The argument is made that the 
agricultural credit agencies should be 
considered a part of the over-all agri- 
cultural program of the Department 
of Agriculture and should be co- 

















In What City Was the First 
« Stone Arch Railroad Bridge ? 


The first stone arch railroad bridge in 


A. the United States was erected in Bal- 





agricultural credit field which today 
are not: adequately served. . 

5. Would promote a’ system ‘of co- 
operative credit, farmer owned and 
farmer controlled. 

6. Would assist qualified veterans, 
farm tenants, farm laborers, share- 
croppers,- and others to become farm 
owners. 

7. Would assist farmers to whom 
direct Government loans are extended 
to qualify as soon as practicable for 
membership in the co-operative credit 
system, or for private credit. 

8. Would assure a continuity of 
policy. 

The Agricultural Credit Act would 
create an independent establishment 
of the Federal Government to be 
known as the Agricultural ' Credit 
Agency. To this agency would be 


timore in 1829 by the Baltimore & Ohio 
Railroad Company. . . Today, Baltimore is 
one of the Nation’s busiest centers of trade 
and commerce ... the Equitable Trust, one: 
of ' Baltimore’s busiest banks. Because it 
keeps in constant touch with conditions in 
this vital industrial area, the Equitable Trust 
can give prompt, intelligent, thorough service 
to out-of-town banks. Your inquiry is invited. 


Equitable Trust €o. 


BALTIMORE 





Member Federal Deposit 
Insurance Corporation 
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ordinated with its other activities. 

“‘Again objection is made to a full- 
time board. The argument is made 
that a full-time board would, sooner or 
later, become an administrative board 
and that this would lead to confusion. 
The bill takes care of this objection by 
clearly defining the duties of the board 
and the duties of the Administrator. 

“Then, too, objection is made to 
bringing the Farm Security Adminis- 
tration under the Agricultural Credit 
Agency on the ground that the agency 
will be administered by hard-headed 
business men. This, it is believed, is a 
most compelling reason why the FSA 
should be brought in.” 
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RFC Extension Loans 


A total of 2,272 banks are participat- 
ing in blanket extension loans with the 
Reconstruction Finance Corporation. 
The bulk of these loans are in the 
wholesale and retail trade credit exten- 
sion field. 

The RFC discloses that 1,660 loans 
have been made to date for a total of 
$80,000,000. Rough estimates of bank 
participation in these loans, shows that 
banks are interested in these important 
credit categories: 

1. Loans for construction — general 
and special trade contracts —about 
10 per cent. 
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STATEMENT OF CONDITION 
DECEMBER 31, 1945 


RESOURCES 


Cash and Due from Banks... $ 28,556,099.05 
112,677,265.28 $141,233, 364.33 





Loans and Discounts 
Bank and Office Buildings 
Federal Reserve Bank Stock 


Other Assets 


Total Resources......... 


Commercial Deposits 
Savings Deposits 
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Accrued Income............. 


ih Acadan aed $187,040,899.97 
—_—_—SS—_—_—_—_ 


LIABILITIES 
$122,475 ,130.67 


43,107,544.06 
1 652,874.28 
165,000.00 
475,106.05 
407,011.25 





57,077,225.13 179,552,355.80 





Other Liabilities 


Preferred Stock 
Common Stock 
ere eee ee 
Undivided Profits.......... 


Total Liabilities 
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PTT PTT oe 810,939.23 
1 ,000,000.00 
2,000,000.00 
2,500,000.00 
1,177,604.94 6,677 ,604.94 
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2. Loans for the wholesale and re- 
tail trade about 12 per cent. 

3. Loans for transportation, com- 
munication and other public utilities 
about 8 per cent. 

4. Loans on food and _ kindred 
products about 10 per cent. 

5. Loans on transportation equip- 
ment, other than automobiles, about 
5 per cent. 

Meanwhile, the RFC anticipates a 
sharp increase in bank loans to small 
business enterprises in 1946. Charles 
B. Henderson, chairman of the board 
of the corporation says: 

“Approximately 90 per cent of all 
business loan authorizations of RFC 
have been to small business concerns. 
Nearly one-half of these loans have 
been in amounts of $10,000 or less.” 

On January 28, 1946, RFC took 
over the loan activities of the Smaller 
War Plants Corporation. The SWPC 
loan offices are being continued under 
RFC direction, and SWPC personnel 
engaged in making loans to small 
business have been transferred to RFC. 

Mr. Henderson revealed that man- 
agers of all RFC loan agencies have 
been instructed to push forward vigor- 
ously the small business loan program 
of the Federal Government. 


Sd Sd 4 


Bank Holdings of Govern- 
ment Securities 


The whole question of bank owner- 
ship of Federal Government securities 
has been in the spotlight since Repre- 
sentative Wright Patman (D., Texas), 
member of the House Banking and 
Currency Committee, revealed last 
December that he is preparing to dis- 
cuss bank earnings derived from hold- 
ings of Treasury issues. 

Mr. Patman in an _ explanatory 
statement on his position points out 
that commercial banks must return to 
their historic position in the economic 
system, i. e., as the reservoir of credit 
for business, farming and industry. 
Otherwise, he warned, it may be 
necessary to institute legislation cur- 
tailing their holdings of government 
securities. 

The Texan disclosed that he intends 
to introduce a measure limiting bank 
holdings of government securities. 

“TI do not expect to take any action 
that will deny banks of adequate earn- 
ings,” he explained. “I very much 
favor the independent banking system 
we have in this country, and it is my 
purpose to encourage such a system 
and not discourage it. 

“I expect to prepare a bill that will 
carry out these views but I insist that 
the banking system will not be harmed 
by any proposal of mine.” 

Professor John T. Madden, director 
of the Institute of International Fi- 
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Explore Your Customers’ Export Collection Business Now! 


HE EXPECTED expansion of foreign trade should 
create many opportunities for correspondent 
banks to improve customer relationships. The han- 
dling of export collection items offers a particularly 
fertile field. Though few of our correspondent 
banks maintain complete Foreign Departments of 
their own, they are not handicapped. They initiate 
these transactions; we furnish the facilities. 
We send foreign collection items direct to our 
several thousand bank correspondents throughout 


the world. These transactions thereby receive the 
careful attention of banking personnel thoroughly 
familiar with Jocal conditions and customs. 

Our “Exporters Handbook” contains the essence 
of pertinent exchange regulations of countries 
throughout the world and contains other valuable 
information highly regarded by those actively en- 
gaged in international trade. We shall be glad to 
forward a copy to banks to whom it will be helpful 
in answering customers’ inquiries. 


MANUFACTURERS TRUST COMPANY 
55 Broad Street, New York 15, N.Y. 


Member Federal Deposit Insurance Corporation 
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THE 
HAMMERMILL 
COLUMN 


Now that the waste paper drives are 
over, a group of slick forgers are con- 
ducting a drive of their own on the waste- 
baskets of banks. They have discovered 
that there is gold in those unobtrusive, 
utilitarian objects. 

* * * 

The scheme is simple. No elaborate 
preparation is necessary. And the forged 
checks are cashed right there in the bank 
that services the accounts! 


* + + * 
» + 4s 





Here’s how it operates: The forger 
enters a busy bank and moves from one 
writing table to another before he fills 
out a deposit slip. Occasionally his pen, 
or a newspaper, or some other object 
he’s holding, drops to the floor, and he 
stoops to retrieve it. 

* * * 

If he notices a guard watching him,he’ll 
step into a line with a deposit slip in 
his hand. But when he reaches the teller’s 
window he’ll politely ask for change of 
a perfectly good $10 bill. 

* * * 

When the forger leaves the bank he 
has a few gold nuggets in his pocket — 
the y Nam my partially finished, or er- 
roneous slips thrown away by bona fide 
customers. Each time our forger has 
dropped something, he’s picked up such 
crumpled slips from the wastebaskets. 





Some of these slips contain the signa- 
tures of depositors. The forger has a 
working model through the courtesy of 
the bank’s wastebaskets. The next day he 
presents a small forged check (usually 
under $40, made out to cash). Boldly 
scrawled across the back is the notation, 
“OK for payment,” followed by the sec- 
ond forged signature of the depositor. 

* * * 

The small amount: involved keeps the 
teller from inspecting the signatures too 
closely. Recently, when one member of 
the gang was picked up in New York 
City, he had 15 checks all drawn against 
the same bank, which he had planned 
to use the next day. Watch those waste- 
baskets! 

* * * 

Be sure, too, that your customers’ 
checks are on safety paper that is un- 
failingly reliable—the kind that any 
forger knows cannot be tampered with. 
Hammermill Safety is such a paper 
..- from a modern mill where every step 
in the paper’s manufacture is subject to 
almost infallible laboratory tests. 

* * * 

Since the easing of wartime restrictions, 
this fine check paper is even better than 
ever. We'd like you to compare it with the 
paper you are now using. A note on your 
bank letterhead will bring samples. Just 
address Hammermill Paper Company, 1503 
East Lake Road, Erie, Pennsylvania. 
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nance of New York University, has 
plunged into the current discussion on 
bank holdings and future interest rates 
with the suggestion that the Treasury 


refinance a portion of maturing obliga-* 


tions in bank-eligible bonds carrying 
14% and 1% per cent interest, instead 
of refunding maturities into short-term 
certificates of indebtedness. 

The Institute’s bulletin dealing with 
“Management of the Public Debt,” 
also opposes any cut in the present 
7% per cent coupon carried by one 
year certificates of indebtedness. 

“The main concern of the Treasury 
in administering the public debt should 
be not merely the cost to the taxpayer 
but also the effect which changes in 
the types of obligations and their 
ownership have on business activity, 
on the banks and the money market,” 
it is stated. 

“Of greater importance than the 
cost of carrying the public debt is the 
urgent need to prevent a further sharp 
increase in the volume of bank de- 
posits. The return flow of currency 
from circulation, the inflow of gold, and 
a moderate rise in the volume of bank 
loans will lead to an increase in de- 
posits. At least to some extent this 
increase could and should be counter- 
acted by the Treasury by funding 
maturing obligations into long-term 
bonds offered to the public and par- 
ticularly to the large institutional 
investors.” 


Bank Earnings 


On his departure as a member of 
the Board of Governors of the Federal 
Reserve System John K. McKee 
sounded a warning to those who are 
advocating further cuts in interest 
rates, pointing out that the return on 
government securities held by the 
nation’s banks are declining to an 
abnormally low level. 

“Already a significant number of 
banks have reported earnings for 1945 
lower than in 1944. The development 
of a general trend in this direction 
would be a most serious matter, par- 
ticularly for the smaller banks of 
the United States,” Mr. McKee 
warned. 

“These smaller banks are the retail 
credit institutions of this country. 
Small business looks to them for its 
credit accommodations. Millions of 
our people outside the great financial 
centers look to them for personal bank- 
ing services. The financial health of 
private enterprise and small business 
is linked inseparably to the healthy 
condition of the banks of this country.” 

None of the Federal agencies con- 
ducting bank supervisory functions 
have completed earnings records of 
banks for 1945. However, it is a fore- 


gone conclusion that earnings of smaller 
banks will be lower in 1945 than they 
were in 1944. 

The Federal Deposit Insurance Cor- 
poration in its 1944 report, issued 
August 21, 1945, points out that: 
“Total current earnings have not in- 
creased as rapidly during the last 
three years as earning assets, both be- 
cause of the larger proportion of 
assets invested in Governments which 
have a lower rate of return than loans 
and because of a continuation of the 
gradual decline in the average rate of 
return on loans.” 

Analyzing the earnings records of 
13,141 insured commercial banks, the 
FDIC found that 117 of these banks 
reported a net loss in 1944. Of this 
number 101 reported deposits ranging 
from $500,000 or less to a maximum 
of $5,000,000. 

Only seven banks in the from $5,- 
000,000 to $10,000,000 deposits cate- 
gory reported a net loss; six in the 
$10,000,000 to $25,000,000 category, 
only one in the $25,000,000 to $50,- 
000,000 classification and two with 
deposits from $50,000,000 to $100,- 
000,000. 


[N view of the fact that the Treasury 

is embarking on a debt reduction 
policy and apparently continuation of 
low interest rates, accompanied by 
early redemption of high coupon issues, 
earnings of small banks in 1946 are 
expected to decline. 

The Treasury has announced that 
between March 1 and March 15 a total 
of $2,779,720,000 in Federal obliga- 
tions will be redeemed by using part 
of its $26,000,000,000 cash balance. 

The refunding and redemption oper- 
ation involves the offering of % per 
cent certificates of indebtedness in 
exchange for $3,000,000,000 out of a 
total of $4,147,310,000 maturing certifi- 
cates, due March 1, 1946. About 
$1,000,000,000 of the original issue will 
be redeemed. 

In addition, Treasury bonds of 1946- 
56, originally issued on March 15, 
1926, and carrying a coupon of 33% 
per cent will be redeemed. A total of 
$489,080,100 of these obligations were 
outstanding. The Treasury will also 
redeem a total of $1,290,640,500 1 per 
cent Series A notes. 

‘“‘We made a serious mistake in the 
1920’s in ignoring the spread of difficul- 
ties among our country and small city 
banks,’”’ Mr. McKee emphasized. “‘Let 
us not repeat the same mistake in the 
next decade. 

“Any and all proposals, whatever 
their source, which would adversely 
affect bank earning power and create 
a trend of lower earnings, should be 
subjected to the most realistic inquiry. 
The important thing is that all the 
facts be brought out into the open and 
properly evaluated.” 
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Emblem of the 
Marine Trust Company 
of Buffalo 














Another leading bank using Hammermill Safety 


Since 1850 the Marine Trust Company has out the city and surrounding communities. 
been linked with the diversified industrial life We are happy that Hammermill Safety is the 
of Buffalo. It is the city's oldest and largest... paper on which checks of the Marine Trust Com- 
commercial bank, one of the most influential in pany are lithographed. The sample check shown 
the East, and has 37 offices located through- below is on straightline background design. 


MANUFACTURED BY HAMMERMILL PAPER COMPANY, ERIE FOUNDED 1898 


. 















| What’s happened to that 





\ ; 
a 
‘ ’ 
\ a 


home of yours? \ \ -¥ 





It’s gone sky-high in value, along with the furnishings 
in it. Business and industrial properties are’ way up too! 

Have your Fire Insurance and Extended Coverage 
kept pace? Better check up now—with an eye on 
today’s insurable values. Make sure your home —and 
its contents—are adequately protected. 





Maybe fire insurance costs too little 


If the cost of Fire Insurance were higher, 
you'd probably pay more attention to it. Few 
realize how much value you get today for 
your premium dollar . . . how broad the pro- 
tection is under today’s policies, although 
the cost of Fire Insurance has declined! 


Successful “business” trip 
——— is his business . . . and he 
I 


may call at year house next. Be 
ready! Hartford Residence and 
Outside Theft Insurance protects 
all members of your fomnily living 
in your house, covers property at 
home or when traveling in the 
Western Hemisphere. 








Look out Vag ™ 
... it may be a booby trap! 


Don’t take chances with that 
hard to replace car. Handle it 
with care! And be sure you're 
covered by broad, modern auto- 
mobile insurance protection! - 
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Let him assist you balance the scales! 


Your Hartford agent or your insurance broker 
can help you balance your protection against 
present-day property values. He will be glad 
to advise you—call or see him today. 


Hartford Insurance 


Hartford Fire Insurance Company . Hartford Accident and Indemnity Company 
Hartford Live Stock Insurance Company 
Writing practically ail forms of insurance except personal life insurance 


Hartford 15, Conn. 
































THE BURROUGHS CLEARING HOUSE—March, 1946 


The PERSONALITY SPOTLIGHT 














GORDON S. RENTSCHLER (right) 


Made honorary A. |. B. member 


Honorary membership in the New 
York chapter of the American Institute 
of Banking has been conferred upon 
Gordon S. Rentschler, chairman of 
the board, The National City Bank of 
New York and City Bank Farmers 
Trust Company. It marked only the 
twelfth time in the chapter’s long his- 
tory that this signal honor had been 
bestowed. 

The citation accompanying the pres- 
entation read in part: “... He has 
led his own institution with conspicu- 
ous success; he has made invaluable 
contributions to the business life and 
welfare of the nation; and by inspira- 
tion, example, and generous sharing of 
his knowledge, he has honored and 
elevated the profession of banking. 

“To his country and community his 
services have been many and devoted. 
.... By force of character and quality 
of leadership he makes a strong and 
constructive impression on his time 


. 


Charles W. Green, formerly pub- 
lic relations director of the Franklin 
Square National 
Bank at Frank- 
lin Square, Long 
Island, New 
York, and dur- 
ing the past two 
years a member 
of the staff of 
the Committee 
for Economic 
Development on 
leave from his 
bank, has joined 
the staff of the 
A. B. A. as director of its Public Rela- 
tions Council, it has been announced 
by Dr. Harold Stonier, A. B. A. execu- 
tive manager. 

Mr. Green takes over the title held 
for the past few years by Merle E. 





Cc. W. GREEN 





Selecman, who is giving up the direc- 
torship because of increasing duties. 
Mr. Selecman will continue as deputy 
manager and secretary of the American 
Bankers Association, and secretary of 
its Trust Division, and his relationship 
as a member of the Public Relations 
Council. Mr. Green’s duties will be 
those of co-ordination of all of the 
public relations activities carried on 
by the various departments of the 
Association through the council. 


> 


Two newly elected vice-presidents at 
The Public National Bank and Trust 
Company of New York are Jacob 
Bloom and Earl 
R. Gafford. Mr. 
Bloom heads the 
bank’s investment 
division. Mr. Gaf- 
ford is a former 
official. of The 
Chase National 
Bank, and in his 
new connection will 
be identified with 
Public National’s 
out-of-town activi- 
ties. Operating in a 
similar capacity 
will be Lt. Col. Gordon L. Chapline, 
who has been named assistant vice- 
president. He has had extensive 
experience in the finance and commer- 
cial paper field. 


GORDON 
L. CHAPLINE 


e 


To the newly created office of senior 
vice-president at the City National 
Bank and Trust Co. of Chicago, the 
board of directors has installed A. R. 
Floreen, Arthur T. Leonard and 
Lester Armour. Mr. Floreen, an 
active banker for forty years, is in 
charge of the banking department and 
previously was a vice-president. Mr. 
Leonard, head of the trust department, 
was also formerly a_ vice-president. 
Mr. Armour, well known in the indus- 
trial field, has been a director since 
1938. 

Other recent elections included the 
promotion of Harlow W. Brown and 
Arnold M. Johnson to vice-presi- 
dents. 

* 


In his 59th year as a banker, Harry 
H. Pond has been elected chairman 
of the board of The Plainfield (New 
Jersey) Trust Company. Succeeding 
him as president is DeWitt Hubbell, 
formerly executive vice-president. Both 
men joined the bank in 1910. 





At one time Mr. Pond was a vice- 
president of Chase National Bank, 
New York City, in addition to being 
president of the Plainfield institution. 

. 


John H. L. Janson, former assist- 
ant vice-president, has been made a 
vice-president of 
Bank of the Man- 
hattan Company, 
it is announced by 
F. Abbot Good- 
hue, president. 
Mr. Janson, a com- 
mercial loaning 
officer in the states 
of New York, Ohio 
Pennsylvania and Michigan, attended 
the Georgia Institute of Technology 
and Cleveland Law School and joined 
the Bank of Manhattan Company in 
1926, following an association with the 
Cleveland Trust Company. 

. 


Earl R. Muir, president of The 
Louisville (Kentucky) Trust Com- 
pany, is chairman of the Kentucky 
Development Association which is 
directing a campaign to attract new 
industries to the state. 


Sf 





J. H. L. JANSON 


Four former assistant vice-presidents 
at the Crocker First National Bank of 





C. PRATT, Jr. 
T. F. MEEHAN 


J. F. McGRATH 
W. R. ROBERTS 


San Francisco who have been promoted 
to vice-presidents are: Thomas F. 
Meehan, James F. McGrath, 
Charles Pratt, Jr., and William 
R. Roberts. Mr. McGrath heads the 
correspondent banks department. Mr. 
Pratt is associated with the business 
development department. Mr. Meehan 
and Mr. Roberts are identified with 
the bank’s credit department. 





YOUR GUIDE 


THE WATERMARKS Your 
QUALITY GUARANTEE... 
DE SURE IT READS. 









standing letterhead | ‘paper . ee 
this informative kit. Sample: 
are’ included: for testing and. 


comparison with your present. iS 


FOX RIVER PAPER CORPORATION 


419-C S. Appleton St. 


Appleton, Wis. ° 
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W. B. BATES 


L. R. BRYAN, Jr. 





Cc. M. MALONE 


Top executive officers of consolidated Houston bank 


Merger of The Second National 
Bank of Houston and the Guardian 
Trust Company, ratified early last 
year, has now become a reality with 
the effecting of a physical consolida- 
tion following the enlargement of 
Second National’s quarters. The com- 
bined institution at year-end had total 
resources of $173,983,436, making it a 
very close third to the two largest 
Houston banks. 

With the actual merger, the presi- 
dent of Guardian Trust Company, 
C. M. Malone, has become vice- 
chairman of Second National’s board 
of directors. Col. W. B. Bates con- 
tinues as chairman of the board, and 
L. R. Bryan, Jr., remains president. 

The most notable result of the 
merger is the greatly expanded trust 
department which it creates, both in 
terms of increased volume of business 
and trained personnel. 


° 


New president of the Mercantile 
Home Bank & Trust Co., Kansas 
City, Missouri, is a former vice-presi- 
dent, Nathan 
Rieger, who 
succeeds the late 
Sam M. Wood- 
son. Mr. Rieger 
has been associ- 
ated with the 
bank since its 
organization in 
1933; during this 
interval it has 
acquired de- 
posits of more 
than $27 million. 
He has had more than a quarter 
century of experience in Kansas City 
banking, entering the business under 
his father, the late Alexander Rieger, 
at the Merchants Bank in Kansas 
City. In 1921 the Riegers founded the 
Home Trust Company, a parent bank 
of the present Mercantile Home insti- 
tution. 





NATHAN RIEGER 


In writing to advertisers please mention The Burroughs Clearing House 





The appointment of Alex H. Ard- 
rey, vice-president of Bankers Trust 
Company, New 
York, since 
1930, as head of 
the banking 
department of 
that institution 
was recently 
announced. 

Mr. Ardrey’s 
connection with 
the banking field 
dates back to 
1921. He was 
first associated 
with the National Bank of Commerce, 
New York, and later did special work 
in the Iowa National (now the Iowa- 
Des Moines National Bank) following 
which he became vice-president of the 
Security Trust and Savings Bank of 
Los Angeles where he remained until 
joining the Bankers Trust Company. 


o 


ALEX H. ARDREY 


One of the best-known women bank 
officers, Miss Winifred Haines, re- 
tired at year-end 
from her position as 
assistant cashier 
and head of the 
women’s depart- 
ment at the First 
National Bank, 
Kansas City, Mis- 
souri. She had been 
with the bank for 
forty-nine years, 
and was active in 
the work of banking associations. 


_ 





WINIFRED HAINES 


One of the leading figures in Ohio 
banking, Harry P. Wolfe, died re- 
cently at Columbus where he was a 
prominent civic figure. He was a 
primary factor in the development of 
the BancOhio Corporation, an organi- 
zation of nineteen affiliated banks in 
central Ohio with combined resources 
of $300,000,000. 
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Will their next stop be your bank 


There’s an important NEXT step this typical Amer- 


31 


—have been carrying this message direct to the 


ican family will take, once they’ve “looked ‘em company’s 1,200,000 policyholders, who represent 
over”’ and decided which model they’re going to better than a four billion dollar market in postwar 
buy. Their next step is—financing! financing. Additional millions of people are learn- 
We've been telling millions of prospective car buy- ing about The State Farm Bank Plan through the 
ers to have a look at The State Farm Bank Plan—to most powerful national advertising support ever 
see their local State Farm agent and cooperating put behind a bank plan. 
local banks before they closea deal, sothey may make Have YOU had a look at The State Farm Bank 
a three-way savings on the purchase of their next car. Plan, to discover what remarkable, new profit op- 
Seven thousand agents of The State Farm Mutual portunities it affords? Secure a place for your bank 
Automobile Insurance Company—world’s largest on this billion dollar ‘“‘buy-way”’ today! 














STATE rari’ 
INSURANCE 
COMPANIES 


BLOOMINGTON, ILLINOIS 


Pacific Coast Office: Canadian Office: 
Berkeley, Calif. Toronto, Canada 











To capitalize on this State Farm Promotion— 


send today for the booklet we've prepared on The State Farm Bank Plan. 
It’s called “‘New Profit Opportunities for Banks’’—explains in detail how 
the State Farm Bank Plan works for you. Also includes a recent survey on 
our policyholders’ buying plans. We've prepared another booklet, ‘The 
State Farm Group Loan Life Plan—Good Will Insurance for Banks,”’ ex- 
plaining how you can insure consumer loans at low cost. These booklets 
are both free. Simply’ indicate on this coupon whether you would like one 
or both booklets. Then clip it and mail to State Farm Mutual, Bloomington, 
Ill., the world’s largest auto insurance company. There is no obligation! 


(———"cuP NOW!... MAIL TODAYI-———4 


State Farm Insurance Companies 
Bloomington, Illinois j 

Gentlemen: BC-36 
Please send us, without obligation, the FREE book- 
let or booklets we have checked belew: 

0 “New Profit Opportunities for Banks” 


0) “The State Farm Group Leen Life Plan—Good 
Will Insurance for Banks" 
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The Philadelphia National Bank 
reports the election of five new vice- 
presidents and the appointment of a 
number of other officers. The new 
vice-presidents are Louis W. Bishop, 
formerly assistant vice-president; 
Arthur MacNicholl, J. Bickley 
Jackson, and John Y. Bunn, all 
former assistant cashiers; and Morris 
R. Brownell, Jr. 

Named assistant vice-presidents are 
Archibald DeB. Johnson, Gordon 
S. Smyth, Hampton C. Randolph, 
and Shaler Stidham. Newly ap- 
pointed cashiers are Louis F. Gabriel 
and E. Wallace Miller, while 
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Ralph F. Giordano was appointed 
assistant manager of the foreign de- 
partment. John W. Mullikin be- 
comes auditor and William F. Wat- 
ters, assistant auditor. 


Sd 


The National Provincial Bank of 
London, Ltd., one of England’s “Big 
Five,” has opened offices at 44 Wall 
Street, New York, under the direction 
of William J. H. Hyner. Mr. Hyner 
has been with the bank for thirty-three 
years and was formerly manager of 
its Prescott City office in London. 
His duties will be of a liaison nature 














Current Account Deposits 
Savings Account Deposits 


Other Deposits 


Acceptances 
Other Liabilities 
Capital Stock 
Reserves 


Undivided Profits 


SECURITIES IN 
SAFEKEEPING 
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BANCO GELATS 


HABANA, CUBA 


Statement of Condition, December 31, 1945 


ASSETS 


Cash on hand and due from local 
and foreign Banks............ 


Bonds issued by the Government 
Republic of Cuba.............. 
Bonds issued by the United States 


bo ce wncb eves 1.838.949.00 
Other Securities................ 2.455.578.40 9.486.605.45 
Loans, Discounts and Pledge Loans 9.013.997.55 
Bank Building and Real Estate Owned........... 375.791.18 

Customers’ Liabilities under letter of Credit and 
ooo Seis ates Via 5s 3 see eee La 2.892.655.14 
ee ee ee se 412.742.12 
$58.008.111.10 


LIABILITIES 


Deposits of Foreign Banks........ 


Commercial Letters of Credit ‘and 


$34.079.827.05 
12.573.120.23 
2.504.870.75 
1.993.558.37 $51.151.376.40 
2.892.655.14 
ee re ey 1.136.601.37 
$ 1.350.000.00 
1.202.664.09 
274.814.10 2.827.478.19 
$58.008.111.10 
$50.145.481.00 


Correspondence Solicited 





$35.826.319.66 


$ 5.192.078.05 
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with banks in the United States, and he 
will be in charge of National Pro- 
vincial’s correspondent business in 
Canada as well. 

. 


Martin B. Mangan has joined the 
correspondent bank division of the 
Industrial Bank & 
Trust Company of 
St. Louis, and has 
been elected as 
assistant vice-presi- 
dent. He will repre- 
sent the Industrial 
Bank in central 
Illinois. 

Mr. Mangan, for 
the past three years, 
has been associated 
with the War Finance Committee of 
Illinois. 





M. B. MANGAN 


+ 


The accompanying scene shows Col. 
J. Warren Andrews, vice-president 





(left) of The First National Bank of 
Montgomery, Alabama, receiving the 
Legion of Merit from Major General 
David M. Schlatter. The award was for 
outstanding services in various staff 
assignments at the Charleston Port of 
Embarkation from 1943 to 1945. 


° 


Henry T. Bodman, vice-president 
of the National Bank of Detroit, 
assumed the duties of director of the 
Reconstruction Finance Corporation 
last month following the withdrawal 
of Charles T. Fisher, Jr., president 
of the National Bank of Detroit, from 
that RFC post. 


+ 


Edward F. Bartelt, Fiscal Assist- 
ant Secretary of the Treasury, has 
taken over most of the duties per- 
formed by former Undersecretary 
Daniel W. Bell. Secretary of the 
Treasury Fred M. Vinson revealed 
that Mr. Bartelt, among other things, 
will represent him in contacts with 
the FRB and member banks. 


+ 


The Indiana National Bank, Indian- 
apolis, recently elected J. Kurt 
Mahrdt as cashier and Charles H. 
Gaudling as auditor. 
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Two promotions at Bank of America 
are of special interest to the financial 
advertising and public relations fields. 











L. TOWNSEND F. YEATES 


Lou Townsend, for many years 
head of the bank’s advertising and 
promotion activities, has been elected 
vice-president. He has been president 
of the Financial Advertisers Associ- 
ation, the Pacific Advertising Associ- 
ation, and Alpha Delta Sigma, national 
professional advertising fraternity. 

Fred Yeates has been elected 
assistant vice-president. He is in 
charge of the bank’s publicity and 
also serves as editor of “Bankameri- 
can,” monthly employee publication. 

In addition, E. J. Launer has been 
advanced to vice-president in the 
Loan Service Department at Bank of 
America’s Los Angeles headquarters. 

o 


Recent executive changes at The 
Detroit Bank move Milton J. Drake 
from assistant vice- 
president to vice- 
president in charge 
of credit depart- 
ment, Ronald. W. 
Bainbridge from 
assistant cashier to 
assistant vice- 
president, George 
R. Berkaw, Jr., 
MILTON J. DRAKE from assistant cash- 

ier to assistant vice- 
president, and Francis A. Fisher 
from manager of one of the bank’s 
branches to assistant cashier. 

* 





There have been important per- 
sonnel changes in one of New Mexico’s 
largest banks, the 
First National 
Bank, Roswell. 
James F. Hinkle, 
president for eleven 
years, has_ been 
made chairman of 
the board. Ad- 
vanced from vice- 
president to presi- 

J. E. MOORE dent is J. E. 

Moore, who joined 
the bank in 1918 as a teller. Floyd 
Childress, has been promoted from 
cashier to vice-president. During Mr. 
Hinkle’s tenure as president since 1935, 
the bank’s deposits have grown from 
$3,500,000 to more than $21,000,000. 




















You can’t hang this sign 


on your BUSINESS RECORDS 
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We see eye to eye with each other 


Our Correspondent Banks tell us fre- 
quently how well we understand their 
problems and how effective we are in 
helping to solve them. 


There’s a good reason for this. Most 
of the officers of The Pennsylvania Com- 
pany began their careers in small banks 
and became officers before they joined 
us. They have intimate knowledge of 


small-bank problems. In addition, they 
are seasoned veterans in big-bank 
operation and policy. 


As a large bank, and as one of the 
nation’s oldest and largest trust com- 
panies, there are many ways in which 
we can be helpful to our Correspon- 
dents. And our policy is to be just as 
helpful as possible. 


THE 
PENNSYLVANIA 
COMPANY ... scmsccs on 


PHILADELPHIA 


MEMBER FEDERAL RESERVE SYSTEM ° 


FEDERAL DEPOSIT 


LIVES AND GRANTING 
ANNUITIES « Founded 1812 


INSURANCE CORPORATION 
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CANADIAN BANKING 
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By JAMES MONTAGNES 


75th Anniversary 


Looking to the future is the theme 
of the anniversary advertising of the 
Dominion Bank, which this year marks 
its 75th birthday. The campaign, 
appearing in daily, weekly and finan- 
cial publications throughout Canada, 
briefly relates the history of the bank 
in word and picture, but stresses the 
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Stressing the future 


future. Art work in the series features 
reconstruction of cities in Canada to 
make “space in which to live,” theme 
of the series. The Dominion Bank has 
122 branches throughout Canada, none 
outside Canada. It came into being 
five years after the Dominion of 
Canada was formed with federation 
of the various British colonies. 
+ e * 


Commercial Loans 


Liquidity of assets of Canadian 
banks averages about 80 per cent and 
in some cases is close to 90 per cent. 
This, Canadian bankers say, is too high 
for peacetime, and concerted efforts 
are expected to be made this year to 
increase commercial loans. 

“Risk-free banking is hardly bank- 
ing at all,” stated George W. Spinney, 





president of the Bank of Montreal in 
his recent annual report. “A bank if 
it-is to fulfill its function must not 
only provide ample and undoubted 
protection to depositors but must serve 
the credit needs of the community. 
To this end it is our policy to see that 
our lending facilities and other services 
are made as broadly available as they 
can possibly be; and as part of this 


‘policy new methods and adaptations 


of old ones to meet new conditions are 
being constantly studied.” 

**An increasing number of loans are 
being made for capital expenditure 
purposes and on more extended terms 
than used to be customary,” James 
Muir, general manager of the Royal 
Bank of Canada states. “This policy 
is not only of benefit to customers in 
assisting with the expansion and im- 
provement of their operations, but, in 
addition, is.an important factor in the 
over-all picture’ of employment and 
rehabilitation.” 

Many loans of this character have 
been made at branches across Canada. 
Other loans being made by Canadian 
banks include personal or casual loans; 
the Royal Bank reports having made 
in the last year about 127,000 of these 
loans for $500 or less. Farm improve- 
ment loans, sponsored by government 
legislation and made by the banks 
have totaled nearly 4,000 in number 
for about $3,000,000. The Royal Bank 
reports that it loaned about $1,000,000 
in the past year under this act to some 
1,250 farmers. 

Discussing the need of banks in- 
creasing their loans because of in- 
creasing liquidity, H. L. Enman, 
general manager of the Bank of Nova 
Scotia, points out that “the banks 
want to maintain the highest feasible 
level of loans. It is clearly in their 
own interests since loans are a more 
profitable (up to 6 per cent under the 
revised Canada Bank Act) source of 
earnings than government securities. 
It is equally their responsibility to the 
public to provide the widest access to 
bank credit consistent with good judg- 
ment and common sense.” 

Security holdings of Canadian banks 
now represent more than 55 per cent 
of the total assets, while loans in 
Canada are less than 20 per cent of the 
total. Prior to the start of the 
Second World War securities accounted 
for slightly more than 40 per cent of 
bank assets while loans were about 
30 per cent. Before the First World 
War over 60 per cent of Canadian 


bank assets were in the form of loans, 
and security holdings were compara- 
tively unimportant. 


¢ ° 


Bank Advertising 


Development of trade with Latin 
America is the theme of a series of 
advertisements by the Royal Bank of 
Canada appearing in Canadian publi- 
cations. It is nearly 50 years since the 
Royal Bank opened its first foreign 
branch. Now it has a chain of 61 
offices outside Canada, most of which 
are in South America. The bank 
operates at its head office a central 
credit information department on a 
world-wide basis, and its data on 
Latin America is based on reports from 
its own branches. 

Features of the advertisements in- 


Developing foreign Trade 





Siem Anete t ithe wis tee te eee 


(tomorrow) 


hos 0 new meaning 
in SOUTH AMERICA 


Not oaly their language but thei culture and ways of (hinking 
are Afirvent. 


‘We cam help vou avoid cebarrassing. profitlosng pitfalls te 
your dealings with South Americans. We have these peapte. We 
are the anty Canadian bank with ite own branches ia South 
\merira. We have bees in businees there for over 31 yrare. Maey 
of owe staff are native Roath Avwerivans. Owe ullicers have on 


for you. Use their Knowledge and Smith American “kane how? 
te expend your trade or to astzblish aew bum: am retains io 
the South Americas republics, We invite your + aquicien, 
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Promoting student accounts 




















y you will be ensuring success fer yourself te 
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chonse, + matters going to play 

Important part in the achievement of your 
ambition. Develop vowr hanking comecton 
now. Even though yon deal in only small 
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clude liberal use of Spanish and Portu- 
guese expressions, with their English 
translation; line drawings of life in 
Latin America; and a map of South 
America showing locations of the 
branches there. The bank points out 
that it is the only Canadian bank with 
its own branches now operating in 
South America. 

The Bank of Montreal has started 
inserting advertisements in college 
publications on the subject of Money 
Management, urging development of 
savings accounts while in college to 
start banking connections before going 
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into business or a professional career. 
The advertisements are especially di- 
rected to the Class of 1950. 


° ao ° 


Foreign Trade Aid 


With the return of civilian import 
and export business with Great Britain, 
the Imperial Bank of Canada through 
its foreign exchange department has 
distributed conversion tables based 
on $4.43 Canadian to the pound 
sterling, and $4.45 Canadian to the 
pound sterling. The tables are based 
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In the early 19th century, American ship- 
ping was harassed by an elaborate system 
of Marine frauds. Notorious crimes were 
practiced along the Atlantic coast and 
among the West Indies. In collusion with 
paid wreckers, vessels were run ashore, 
lured in by false lights and destroyed, or 
taken into West Indies ports to be fraudu- 
lently condemned and sold; often the 
rotting, worthless ones were abandoned 
to the underwriters at exorbitant prices. 
Exposures brought about by the under- 
writers ruined many prominent merchants 
thought to be above suspicion. American 
shipping and the Marine Insurance indus- 
try joined in bringing these criminals to 





trial and a new era of safety began. 


Marine underwriters have law 
always been faced with unusual 
problems. The manner in which 
they met conditions during the 
recent World War reflects 
credit on the companies. The 
NATIONAL UNION and BIR- 
MINGHAM are proud to pay 
tribute to Marine Underwriters 
for their excellent performance. 


National Union = : 


and Birmingham 
FIRE INSURANCE COMPANIES : 





i 




















PITTSBURGH = PENNSYLVANIA a 











on rates current under Foreign Ex- 
change Control Board rulings. The 
tables come in a handy folder with one 
page for each rate, with conversions up 
to 100 pounds, and for shillings and 
pence. The back page of the folder is 
used to advertise Imperial Bank’s 
foreign exchange department. 
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Promotions 


H. E. Langford, assistant general 
manager for some 
years of the Char- 
tered Trust and 
Executor Com- 
pany, head office 
Toronto, has been 
promoted to gen- 
eral manager suc- 
ceeding J. J. Gib- 
son, general man- 
ager of the com- 
pany since its incorporation in 1907. 

Walter A. Rutherford has been ap- 
pointed superin- 
tendent of invest- 
ments of the Bank 
of Toronto. A mem- 
ber of the bank’s 
staff since 1910 he 
has served at 
Toronto and Lon- 
don, Ontario, be- 
came superin- 
tendent of loans in 
1917, and chief accountant in 1921. 

J. K. Muir has been appointed super- 
intendent of east- 
ern branches of the 
Dominion Bank, 
and will headquar- 
ter at Montreal, 
where he has been 
branch manager of 
an important 
branch for some 
years. He has seen 
service in the bank 
throughout Canada. 

W. M. O’Connor was appointed 
president of the National Trust Co., 
Ltd., head office Toronto, succeeding 
Hon. Leighton McCarthy, who con- 
tinues as chairman of the board. Mr. 
O’Connor was promoted in 1939 to 
assistant general manager, to general 
manager in 1942, and to managing 
director in 1944. As president he will 
continue to be a full time executive 
officer. 

H. V. Laughton, K. C., general man- 
ager of National Trust Co., Ltd., has 
been appointed a vice-president and 
elected a director. He became estates 
manager of the company’s Toronto 
office in 1939, assistant general man- 
ager in 1942, and general manager in 
1944. He will continue as general man- 
ager in addition to his new appoint- 
ments. 
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Quality Cooperation 
for 


Correspondent Banks 























To banks—in other sections of the country and especially in smaller communities 
—wishing to enlarge their field of activity, The Philadelphia National is glad to 
offer quality cooperation, of which these services are typical: 


Cooperation in the extension of industrial loans. 

Dependable and experienced representation. 

A complete Foreign Department, backed by years of experience in handling 
the transfer of funds into and out of the country ... the issuing of Letters of Credit 
and collecting on exports. Our long-established contacts in foreign credit centers 


also permit us to provide immediate information on current prospects and trade 
trends. 


If you require these or other services now or contemplate their need in the near 
future, we shall be pleased to discuss with you in detail the benefits of forming such 
a relationship. 


THE PHILADELPHIA NATIONAL BANK 


Organized 1803 
PHILADELPHIA 1, PA. 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


In writing to advertisers please mention The Burroughs Clearing House 
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ne geen 


A WINNING 
COMBINATION 


HOMETOWN 
BANKER —> 


Financing 
Hometown 
Purchases 


EALIZING that when the local bank gets 
R the financing the Hometown Agent gets 
the insurance, Fireman’s Fund has created a 
practical advertising plan designed to promote 
Bank financing of cars and appliances. Provid- 
ing a follow through for the “Bank & Agent 
plan,” it consists of an original theme—HOME- 
TOWN CREDIT-SAVINGS—backed by a series 
of advertisements for banks to use in their 
local newspapers. + “Credit-Savings” immedi- 
ately suggests bank financing. It is similar to 
an installment savings account except that the 
customer gets the money before he saves it, 
enabling him to buy for cash. He then accum- 


ulates the necessary funds through regular 
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HOMETOWN 
INSURANCE 
AGENT > 


“deposit-payments” plus interest on unpaid 
balances. << “I save because it gets me things 
& e 


and use while I save” is a typical appeal. In 
this manner the plan avoids the negative terms 
borrow—debt—loan. Instead it associates the 
idea of Bank financing with saving for a goal 
with the added advantage of getting the 
money in advance. A brochure explaining the 
plan is being mailed to all banks. Watch for it. 
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Fire + Automobile » Wanrine . Casualty . Fidelity . Surety 


Freemans Founp Group 


FIREMAN’S FUND INSURANCE COMPANY 


HOME FIRE & MARINE 
INSURANCE COMPANY 


WESTERN NATIONAL 
INSURANCE COMPANY 


FIREMAN’S FUND 
oe INDEMNITY COMPANY 


WESTERN NATIONAL 
INDEMNITY COMPANY 
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Ask any Hometown of a Fire- 
man’s Fund cor at news- 
get 
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THE BOOKLET COUNTER 








New Booklets 


U. S. Government Securities 
. - - Banks and other institutional in- 
vestors will find that this 32-page 
brochure is an excellent reference 
source of information. Following a 
review of financing operations during 
the war, there is a wealth of statistical 
data such as: 

A chronological record of U. S&S. 
Government «financing, a summary 
breakdown of war bond sales, composi- 


tion of the public debt of the United - 


States, receipts and expenditures of 
the U. S. Treasury, an analysis of the 
changes in ownership of marketable 
U. S. Government securities, price and 
yield indexes, and price and yield 
records. There is also information on 
Treasury bills, savings notes, excess 
profits tax refund bonds, savings bonds, 
and other U. S. Government issues. 


Financing Export Shipments 
- « « This booklet will be of special 
interest to smaller banks not having 
foreign departments. It is a very un- 
derstandable description by a Chicago 
banker of the various methods whereby 
an exporter can obtain payment for 
shipments abroad, such as shipping on 
open account, against draft on the 
foreign buyer, and use of the Export 
Letter of Credit. 

Particular attention is paid to the 
Letter of Credit as being an arrange- 
ment advantageous to all concerned. 
There is a discussion of the three basic 


types: Revocable Credit, Irrevocable 
Credit, and Confirmed Irrevocable 
Credit. Examples are illustrated. 


In supplement, the booklet includes 
the full text of the Uniform Customs 
and Practice for Commercial Docu- 
mentary Credits, adopted by the 
Seventh Congress of the International 
Chamber of Commerce as a move to 
standardize foreign trade documents 
and practices. 


Debt Management and Inter- 
est Rates... The fact that such a 
large proportion (over 41 per cent) of 
the $280 billion Federal debt is held in 
the banking system is a matter of 
genuine concern to every banker. 

The problems involved in arranging 
the debt so as to minimize the burden 
on the public, prevent undue interfer- 
ence with central banking policies and 
create as few economic maladjust- 
ments as possible are discussed in this 
pamphlet written by the vice-president 
in charge of a New York bank’s eco- 
nomics department. 


These booklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promptly to the 
producers. Simply address requests 
on bank or company letterhead to 


The Editor 
The Burroughs Clearing House 
Second and Burroughs Avenues 
Detroit 32, Michigan 





He cites the consequences likely to 
result from a continuation of the present 
trend toward conversion of the debt 
into short maturities, and a still lower 
level of interest rates. These include 
a further rise in the supply of money 
and credit, and increased inflationary 
pressure on bond prices, stocks, real 
estate, commodity prices, etc. The 
writer also foresees a gradual deteriora- 
tion of the quality of commercial bank 
portfolios, as declining rates encourage 
shifts to lower grade securities. He 
favors the issuance of securities at 
rates and maturities that will attract 
the investing public and non-banking 
institutions. 


Twenty-two Ideas on Bank 
Public Relations ... A discussion 
full of timely suggestions for bank 
management as well as financial adver- 
tising men. For example, there are 
seven specific business-getting ideas 
for trust departments, and some inter- 
esting observations on such topics as 
automobile financing, safe deposit 
rentals, annual reports, field ware- 
housing and bank earnings. 


Fifteen Facts on the Proposed 
British Loan ... This is a subject 
upon which there is widespread public 
misunderstanding. This pamphlet ex- 
plains fully but concisely the terms of 
the loan, why Britain needs the credit, 
why she cannot obtain it from other 
sources, what her ability to pay 
should be, the alternatives if she does 
not obtain the loan, and what advan- 
tages the United States would derive 
from the loan. Charts indicate the 
relative importance of Britain to 
world and U. S. trade. 


Music Service . . . Brochure de- 
scribing the advantages of scientifically 
planned musical programs which are 
available to banks and other institu- 
tions by direct wire. Pictured are some 
of the installations which have. over- 


come difficult conditions such as exces- 
sive noise. 


Agricultural Estates... Experi- 
ence in the past has shown that it is 
difficult to retain farm land in the 
family for succeeding generations, even 
though there may be a great desire to 
do so. Where a husband dies, the 
widow faces the task of farm manage- 
ment. Other problems arise in the 
division of rural estates among heirs. 

A prominent farm management or- 
ganization with broad experience in 
such matters offers some suggestions 
in this interesting pamphlet, and cites 
some examples of how solutions were 
developed to meet specific problems. 


Still Timely 


Profit Sharing Retirement 
Trust Agreement... The full text 
of a plan adopted by a Tulsa bank. 
Institutions considering a similar move 
will find the formula details and other 
provisions helpful reference material. 


Office Planning and Layout 
. »- A comprehensive report, issued by 
the Policyholders Service Bureau of 
Metropolitan Life Insurance Company 
to assist executives in the selection 
and arrangement oi office space for 
increased efficiency. 


Bank Services . . . Example of 
how a metropolitan bank has called 
attention to the broad scope of the 
services which it has to offer. The 
idea behind the pamphlet is that few 
individuals are familiar with the bank- 
ing facilities that are now available. 


Manual of Procedure under 
Government Contracts ... The 
principal things that firms which enter 
into Federal Government contracts 
should know, and the proper record of 
facts they should prepare, are covered 
in this 87-page manual. 


Banking Research ... A new 
description of the research program 
sponsored by the Association of Re- 
serve City Banks, and a complete 
index of the available studies resulting 
from it. 


Year-End Bond Survey ...A 
review of some of the economic and 
political problems affecting invest- 
ments, an analysis of the prospects for 
railroads, utilities and municipals, and 
a general look ahead at the bond 
market. 
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Never thought we'd be done by five 





Going down, please. 

What is this? Is everything done 
a-ready? 

Yes, everything’s done. 

A day’s work finished at quitting 
time is proof of a business on even 
keel. Overtime is wasteful. 

Can the planned business form cut 
down this extra-hour extra-expense? 
Thousands of firms that use Moore 
Business Forms say that it can. 


The Moore representative, invited 
in for quotation, asks, Is this form 
necessary? Can it be combined with 
another? Is information listed in se- 
quence? Can the reverse side of the 
page be utilized? Is the weight of 
paper economical? Correct answers 
may save you thousands of dollars 
—and hours. 

Moore Business Forms, Inc., com- 
prises a group of firms long under 


AMERICAN SALES BOOK CO., INC., NIAGARA FALLS; ELMIRA, N. Y. 
PACIFIC MANIFOLDING BOOK CO., INC., EMERYVILLE; LOS ANGELES, CALIF. 
GILMAN FANFOLD CORP., NIAGARA FALLS, N. Y. 


COSBY-WIRTH MANIFOLD BOOK CO., MINNEAPOLIS, MINN. 

MOORE RESEARCH & SERVICE CO., INC., NIAGARA FALLS, N. Y. 

SOUTHERN BUSINESS SYSTEMS, INC., ORLANDO, FLA. 

MOORE BUSINESS FORMS, INC. (New Southern Div.), DALLAS, TEX.; ATLANTA, GA. 


In Canada— Moore Business Forms, Ltd., succeeding Burt Business Forms, Ltd., Toronte; 
Western Sales Book Co., Ltd., Winnipeg and Vancouver; 
National Sales Check Book Co., Ltd., Montreal 


Moore ownership, now also under 
the Moore name. An unequaled ex- 
perience in all phases of American 
business is at your service. For in- 
formation, get in touch with the 
headquarters of your nearest Moore 
division, as listed below, or its local 
office. Moore stands ready to supply 
you with everything from a simple 
sales book to the most intricate 
multiple-copy form. 


MOORE BUSINESS FORMS, inc. 


ADV. BY H.W. AYER 
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DECISIONS 








By CHARLES R. ROSENBERG, sr. 


Member of the Bar of Pennsylvania and of the District of Columbia 


Third Party Claim on Deposit 


What can a bank do with safety to 
itself when the money in a depositor’s 
account is claimed by a third party? 

That was the problem presented to 
the Federal court in a recent case in- 
volving an Iowa bank. 

There the bank was notified by a 
third party that the money in a cer- 
tain deposit account was his and not 
the property of the person in whose 
name the deposit stood. Upon receipt 
of this notice the bank notified the 
depositor that it would not honor any 
more checks on his account. After a 
short period the bank’s attorney ad- 
vised the bank that it had no legal 
standing to hold the money any longer 
from the depositor. The bank then 
released the funds in the account to the 
depositor at his demand. Nearly a 
year later the third party claimant, 
who had taken no legal action after 
notifying the bank of his claim on the 
deposit, sued the bank for the money 
released to the depositor after receipt 
of the claimant’s notice. 

“A bank which is notified by a third 
party that a deposit standing in the 
name of one of its depositors is claimed 
by such third party is in a rather 
precarious position,” the Federal court 
declared. “If the bank heeds the 
notice and refuses to pay the checks of 
the depositor and then the third party 
does not substantiate his claim, the 
bank may have to pay heavy damages 
to the depositor for the wrongful dis- 
honor of his checks. If the depositor 
is a merchant or trader and his checks 
are dishonored by his depository bank, 
such depositor can recover substantial 
damages from the bank without the 
necessity of proving actual damages. 
Thus, when a claim is made by a third 
party to the deposit of a business man, 
as in the case before us, the bank is in a 
much more dangerous situation than 
in cases where the depositor is not a 
business man. 

“On the other hand, if notified that 
the funds in a named depositor’s ac- 
count belong to another, the bank will 
pay the depositor at its peril.” 

The evidence showed that there was 
an interval of six days between the 
receipt of the notice by the bank from 
the third party claimant and the re- 
lease of the money to the depositor on 
the advice of the bank’s counsel. 

The liability of the bank to the 
third party claimant depended, in the 


court’s view, on several questions. 
Did the claimant, after notifying the 
bank of his claim, proceed diligently 
and promptly to get a lien on the 
account by court order? Did the 
bank release the funds to the depositor 
too soon without giving the claimant a 
reasonable opportunity to take legal 
action? Was the alleged “‘unreasona- 
bly early”’ release of the money to the 
depositor the proximate cause of the 
claimant’s loss? 

To hold up funds in a business man’s 
account for six days after receipt of 
the claimant’s notice was long enough, 
the court thought. 

“‘We would be of the view that since 
this was a trader’s (business man’s) 
account which was being held up with 
risk on the bank for heavy damages for 
the dishonoring of checks,” the court 


said, “‘the failure of the claimant to 
bring the necessary suit within six days 
would justify the bank in releasing the 
deposit. 

“The only duty owed by the bank 
to the claimant was, after notice, to 
hold up the deposit for such time as 
would enable the claimant by pro- 
ceeding diligently and promptly to tie 
up the deposit by legal process. It has 
not been established that the bank 
breached that duty.” 

In some states, the court pointed 
out, the statute provides that a bank 
does not have to recognize claims by 
third parties to a deposit until itis 
directed to do so by proper court order 
or unless an appropriate indemnifying 
bond is furnished to the bank. (Gend- 
ler vs. Sibley State Bank, 62 Federal 
Supplement, 805.) 
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Serving the Great 
Piedmont Carolinas 
Industrial Area 


Since 1901 the American Trust Company 
of Charlotte has been serving this fast 
expanding industrial section of the 
Carolinas. 


Because of our specialized business 
knowledge of the section, increasing 
number of banks are making full use 
of the American Trust Company as 
their correspondent. 


Your inquiries are invited. 






‘Trust Company 


“NORTH CAROLINA 


MEMBER FEDERAL RESERVE SYSTEM 
FEDERAL DEPOSIT INSURANCE CORPORATION 


JNIT BANK IN THE CAROLINAS 
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In writing to advertisers please mention The Burroughs Clearing House 















KING COTTON says, 
“FOR PERMANENT 


QUALITY IN 


LEDGER PAPERS 
& INDEX CARDS... 





YOU CAN‘T DO BETTER 
THAN PARSONS” 


“The 100% new cotton fiber 
used for PARSONS LINEN LEDG- 
ER and PARSONS INDEX BRISTOL 
make it tough, long-lasting, 
rigid. Takes lots of handling. 
Works with all ribbons, inks 
and carbons. Entries are clean- 
cut, with no smudging. Excel- 
lent writing and erasing quali- 
ties, and no-glare surface— 
easy on the eyes. To simplify 
your classifying system, the 
index bristol is made in white 
and five colors.” 

So when you need perma- 
nent records on ledger or 
cards, specify PARSONS LINEN 
LEDGER and PARSONS INDEX 
BRISTOL. For deeds, contracts 
and important correspond- 
ence, where the feel of quality 
and the fact of permanence are 
needed, use PARSONS BOND— 
100% new cotton fiber. 








It Pays to Pick 


PARSONS 





PARSONS PAPER COMPANY 
HOLYOKE, MASSACHUSETTS 
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Negotiability of Note Destroyed 


A Michigan note in negotiable form 
provided for payment on a date speci- 
fied in the body of the note. Below the 
signatures of the two makers was writ- 
ten the following paragraph signed by 
the payee of the note: 

“This note given me in consideration 
of the services I have rendered, is to 
be paid in full if possible by that time, 
and if this amount is not available, a 
partial payment will be acceptable of 
any amount available and the note 
extended from time to time until it 
can be paid in full by the makers, 
individually or collectively.” 

When the payee eventually sued the 
makers on the note, the Supreme Court 
of Michigan said: 

“The uncertainty of the due date, 
injected by the appended provision, 
destroyed negotiability, but it did not 
destroy the contract as between the 
parties. As between original parties 
it is immaterial whether the instru- 
ment is negotiable or non-negotiable. 
Hence in this case the usual rules of 
negotiable instruments are inapplica- 
ble. 

“The makers’ obligation on the 
instrument in suit is no different than 
it would have been if the instrument 
had been made payable ‘after’ the date 
specified in the note. Such a provision 
would at least make payment due 
within a reasonable time after that 
date. 

“Or if this instrument is to be con- 
strued, in view of all its terms, to be 
one in which no due date is provided, 
it was then payable on demand. An 
instrument is payable on demand in 
which no time for payment is expressed. 

“The note cannot be held void unless 
it is either illegal or nugatory as mean- 
ing nothing. Parties may make such 
innocent bargains as they choose, and 
the effect will not be to destroy the 
legality of the instrument, although it 
may destroy its negotiability.” 

While a non-negotiable instrument 
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BANKING— 


(CONTINUED FROM PAGE 15) 


vice-president of the bank. Our de- 
partment was formally opened Janu- 
ary 1, which was less than two months 
ago. Nevertheless, we have already 
made substantial progress. 

The matter of automobile financing 
was among the first to receive our 
attention. As most banks know there 
are several methods by which this can 
be handled. The bank can set itself 
up to operate in the manner of a 
finance company. It can undertake to 
handle direct financing for customers. 


has the status of a simple contract, a 
bank discounting such an instrument 
for the payee takes it subject to all the 
defenses which the makers may have 
against the payee. The bank would 
not have the legal status of a “holder 
in due course” of such an instrument, 
but would be merely an assignee. 
(Gross vs. Von Dolcke, 20 North- 
western Reporter, Second Series, 838.) 
. e * 


Proving Maker’s Signature 


In a suit on a note in North Carolina 
the makers denied that they had ever 
executed the note and declared that 
the signatures were not theirs. 

Presumably, no witness was avail- 
able who had seen them sign the note. 
Two witnesses employed in certain 
public offices were introduced at the 
trial and testified that they had seen 
the genuine signatures of the makers on 
reports and other documents handled 
by them in the course of their official 
business. Both witnesses gave it as 
their opinion that the signatures on 
the note were genuine, being similar in 
every respect to the genuine signatures 
which they had seen before. 

This method of proving signatures 
by witnesses familiar with the person’s 
handwriting was explained by the 
North Carolina court in these words: 

**A witness, expert or other, who has 
acquired knowledge and formed an 
opinion as to the character of a per- 
son’s handwriting from having seen 
such person write, or from having in the 
ordinary course of business, seen writ- 
ings purporting to be his and which he 
has acknowledged or upon which he 
has acted or been charged, as in the 
case of business correspondence, etc., 
may give such opinion in evidence.” 

Another method of proving a dis- 
puted signature in court is comparison 
of the disputed signature with an 
admittedly genuine one. (Lee vs. 
Beddingfield, 35 Southeastern Re- 
porter, Second Series, 696.) 


7 


POST-WAR 


It can undertake to handle the busi- 
ness on a bank-agent plan through 
co-operation with insurance agents. 
The method chosen by the bank will 
very likely be the plan or plans under 
which the bank feels it can operate 
to best advantage. 

In our case, we shall use two meth- 
ods. Under one of these, though we 
shall not follow the plan of endeavor- 
ing to operate as a finance company, 
we shall handle a certain amount of 
dealer paper. This will be the paper 
of dealers who are in position to turn 
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Aucther... 


New World-Standard Created by 
Herring-Hall- Marin Engineers 


® Now it can be told—how, for the five long years 
of continuous research, while Herring-Hall-Marvin 
engineers were concentrating on new and higher 
standards of precision-engineering to help speed 
all-out Victory, they built up a backlog of revolu- 
tionary discoveries that they knew would be appli- 
cable to the art and science of building better 
protective equipment for banks in the years of 


HERRING-HALL-MARVIN SAFE CO. 


Manufacturers of Bank Vault Equipment - Bank Counters - Tellers’ Buses and 
Lockers - Safe Deposit Boxes - Night Depositories - Bank and Office Safes 


BUILDERS OF THE UNITED STATES SILVER STORAGE VAULTS AT WEST POINT 





sup SBOE RENE 






peacetime progress. Now, they are ready to make 
the epochal announcement—STAINLESS STEEL 
FOR YOUR NEW BANKING HOME! Yet this is 
only one of a score of unannounced improvements 
that merit your immediate investigation. 
Whatever your requirements for new construction 
or remodeling, see your local Herring-Hall-Marvin 
representative—or write, wire or phone us direct. 








General Offices 
HAMILTON, OHIO 
BRANCH OFFICES 


In New York, Chicago, Boston, Washington, 
St. Louis, Atlanta, Houston, Philadelphia, 


Los Angeles, Detroit, Pittsburgh 


OTHER AGENCIES ALL OVER THE WORLD 
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When Time Means Money 


22% slash in rates since 1943 
makes this fastest delivery service 
a better business buy than ever 


Do you need something fast — aes 
your business going and men a . . 
to serve a customer or to Bet spe capes 
you need “delivery spee = . 
merchandise or sales pieces we Pp “a 
customer happy” sNeave time (a mat 
. Let its spe 
ae a hours from coast-to-coast). And 


the time you save means money — 
money that makes this fast- 

i i earn 
est delivery service 


its weight in gold!” 


i" 


AIR EXPRESS EARNS 
ITS WEIGHT IN GOLD 


HERE'S HOW LITTLE IT COSTS (U.S. A.) 


AIR 
mites | 2 *- 


5 Ibs. | 25 tbs.| 40 tbs. | Over 40 Ibs. 


Cents per Ib. 


149 | $1.00 | $1.00| $1.00/ $1.23 3.07 


349 1.02 
549 1.07 
1049 1.17 


2349 1.45 


Over 


2350 1.47 


1.18 
1.42 
1.98 
3.53 


2.30) 3.68 9.21 
3.84) 6.14 15.35 
7.68 | 12.28 30.70 
17.65 | 28.24 70.61 
18.42 | 29.47 73.68 





Specity Air Express — Better Business Buy Than Ever 


Shipments go everywhere at the speed of flight between principal U. S. 
towns and cities, with cost including special pick-up and delivery. Same- 
day delivery between many airport towns and cities. Fastest air-rail 
service to and from 23,000 off-airline points in the U. S. Service direct by 
air to and from scores of foreign countries in the world’s best planes — 
manned by the world’s best crews — giving the world’s best service. 


GETS THERE FIRST: 


Write Today for new Time and Rate Schedule 
on Air Express. It contains illuminating facts 
to help you solve many a shipping problem. 
Air Express Division, Railway Express Agency, 
230 Park Avenue, New York 17. Or ask for 
it at any Airline or Railway Express office. 


= Phone AIR EXPRESS DIVISION, RAILWAY EXPRESS AGENCY 
Representing the AIRLINES of the United States 
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it over to the bank for other than 
straight financing reasons. We antici- 
pate that some 40 per cent of our 
automobile financing will come to us 
from this source. The other method 
we shall employ is a variation of the 
bank-agent plan. For this purpose 
we have developed a short credit 
application form and a short chattel 
mortgage form. Most of the insurance 
agents with whom we plan to co- 
operate will be authorized, on bank 
credit approval, to complete the fi- 
nancing transaction and to issue their 
checks to dealers in payment of cars 
purchased. In a few cases the agent 
will submit the application to the 
bank and the bank will issue the check 
to the dealer. In the case of direct 
business coming to the bank we shall 
still operate on the bank-agent plan, 
though in reverse. In these instances 
®we shall represent the agent, whose 
name will be selected on a business- 
return basis, fill out both the financing 
and insurance papers and complete the 
transaction by sending a bank check 
to the dealer selling the car. 


ON appliance and equipment financ- 

ing we shall work with selected, au- 
thorized dealers. The dealer will fill 
out our short credit application and 
chattel mortgage forms and, on bank 
approval of the credit, deliver the 
merchandise to the purchaser. The 
bank will mail the payment book to 
the customer later, and payments will 
be made at the bank. Rates on this 
type of financing will not exceed $6 
per $100 per year. 

The bank will handle dealer origi- 
nated business on appliances and equip- 
ment with three different plans. These 
will consist of recourse, non-recourse 
and repurchase plans. It is believed 
now that the repurchase plan, with 
variations, will be the most popular. 
Variations will be confined to limited 
and full repurchase agreements. In 
the former, the dealer agrees to repur- 
chase repossessed equipment within 
four months of the date of the bank’s 
acceptance of a contract. Beyond 
that he is not required to repurchase. 
Under the full repurchase agreement 
the dealer agrees to repurchase at any 
time during the life of the contract. 

Consideration to the dealer for 
agreeing to any form of repurchase will 
be reflected in a nominal reserve which 
in no instance will exceed 1 per cent of 
the unpaid cash balances on transac- 
tions so assigned. The amount of the 
reserve percentage will be controlled 
by the originating dealer’s annual sales. 

Our dealer plan is completed with 
our offering on wholesale or floor plan 
financing of the dealer’s inventory. 
This is dependent upon our receiving 
the retail installment sales financing. 
We shall use either the trust agreement 
method of financing or the wholesale 
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chattel mortgage method, whichever is 
applicable. 

Arrangements are also being made 
by the bank with builders, contractors 
and building supply dealers to handle 
FHA Title I modernization loans. We 
expect a substantial volume of this 
business as materials and new home 
equipment become available. It will 
include loans for modernization, roof- 
ing, new heating equipment, air con- 
ditioning, and even landscaping. 

Among other developments in the 
new consumer credit department, we 
are inaugurating an installment mort- 
gage loan plan to finance small homes 
and cottages costing under $2,000. 
These will represent dwellings that do 
not qualify for FHA or regular bank 
mortgage financing. 
handled at a low discount rate with 
maturities not exceeding ten years. 

A short time after the opening of 
our consumer credit department, we 
held a home appliance exhibit in the 
new quarters. Included were new 
refrigerators, electric and gas ranges, 
kitchen ensembles, radios, and other 
major household appliances. Much of 
the merchandise had not previously 
been displayed and some of the 
exhibits actually came from the manu- 
facturers’ assembly lines. 

Because many of the merchants had 
not seen the new models they were to 
sell, the first day of the exhibit was set 
aside exclusively for distributors and 
their dealer organizations. More than 
600 attended this preview. The dis- 
play was subsequently open to the 
public for a period of eight days, dur- 
ing which time nearly 8,000 people 
came to the bank to see it. 


NOTHER effort to which our bank 
has devoted itself, in co-operation 
with other banks and lending institu- 
tions in Evansville, has been. the 
carrying out of the provisions and 
intent of the Servicemen’s Readjust- 
ment Act. We readily recognized, 
and gladly accepted, the responsibility 
of extending special counsel and credit 
to discharged veterans. The best way 
to do this, it seemed to us, was to join 
with the other banks and savings and 
loan associations in establishing a 
Veterans’ Financial Service with a 
full-time manager especially qualified 
to advise veterans and to discuss loan 
requirements. 

The new service was established at 
U.S. O. headquarters August 17, 1945. 
Since then the financial adviser has 
interviewed 1,684 veterans. Many of 
these interviews were with veterans 
who were primarily seeking informa- 
tion. A total of 274 loan applications 
have been taken to date. Of these, 105 
loans have been completed or are in 
process, and the remainder were either 
withdrawn or rejected. In no case do 
we feel that we would be doing the 





They will ‘be. 


veteran a favor to extend to him a loan 
that he could not handle or be a 
party toward the purchase of property 
that is overvalued. 

Many loans to small business, both 
to veterans and others, will be handled 
through our new consumer credit 
department. We have, in fact, in 
recent months accepted a number of 
applications for credit for the purchase 
of automobiles, trucks, and equipment 
to be used in business. So far, none 
of these loans has gone beyond a 
two-year basis, though it will not be 
our policy to place a time limit upon 
them. 
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Perhaps it might be well to add here 
that our bank has always maintained 
unusually complete credit records. 
After the first of each year, for ex- 
ample, we mail blank copies of short 
financial statement forms to all busi- 
ness and individual borrowing cus- 
tomers, for them to fill out and return. 
These are processed, lines of credit 
established, and filed for ready refer- 
ence. The result is that in most cases 
we are in position to make a quick 
decision when an applicant for a loan 
comes to the bank. We think that 
quick service to loan customers is 
going to be considerably more neces- 





31 NASSAU STREET 





Federal Intermediate Credit Bank 
Consolidated Debentures Offer... 


Purchase and Collateral 


El a e eye 
serbiltty 
ig penne OBLIGATIONS, in maturities not 
exceeding six months, are eligible for 
purchase by Federal Reserve Banks and as 
collateral for their 15-day loans to. member 
banks. The debentures also provide security 
for various fiduciary, trust and public funds. 
Issued under authority of the Federal Farm 
Loan Act, as amended, they may be pur- 
chased, without limitation, by national banks 
as well as by many state chartered banks. 


Denominations from $5,000 to $100,000 are 
offered for subscription at regular intervals. 


THE FEDERAL INTERMEDIATE CREDIT BANKS 


Further particulars respecting these desirable 
investments will be supplied by 


CHARLES R. DUNN, Fiscal Agent 





New Yorx 5, N. Y. 
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Your Customer's 


INVENTORY 
cau be made 


BANKABLE 
through own extensive 
FIELD WAREHOUSING 
SERVICE... 


Additional Working Capital Loans 
can be made SAFELY when your 
customer’s Marketable Inventories 
are Collateralized through our 
sound and economical FIELD 
WAREHOUSING SERVICE, (the 
setting up of Legal Warehousing 
Operations right on the premises 
of the Borrower's Business Estab- 
lishments). 








Have our nearest district manag- | 
er discuss Valid WAREHOUSE 
RECEIPTS and the safety and eco- 
nomy of this service with you. 


Your Protection 
») 1. Value of the Merchandise. 


[> 2. Our Ability and skill supported 
by our Warehousemen’s Legal 
Liability and Employees Fidelity 
Bond, underwritten by the Hart- 
ford Accident and Indemnity Co. 


> 3. Our Record Stands — Not one 
dollar of loss to Lending Agent, 
Bonding Company or Ourselves. 


WRITE TO 
NEAREST OFFICE 
(Complete information 
given— No obligation) 








FIELD WAREHOUSING DIVISION 


TOUS TERMINAL ARERDUSE C0 





GENERAL OFFICES~ ST. LOUIS MO. 

CINCINNATI+e**KANSAS CITY 

CHICAGO*DALLAS* MEMPHIS 
¢ 
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sary in future banking than it has in 
the past. 


ANOTHER’ activity which has had 

considerable study in recent years 
has been our trust department. We rec- 
ognize that our bank is a small one 
when it comes to the operation of a 
trust department and that for the 
most part the operation of small trust 
departments are unprofitable. Never- 
theless, we believe we have overcome 
our smallness and we know we have 
placed our trust operation on a 
profitable basis. 

Besides the regular executorships, 
administrations, guardianships, agen- 
cies and living trusts that have come 
to us, we have developed some corpo- 
rate trust business, have a fair share 
of wills, and are participating in the 
management of a number of invest- 
ment agency accounts. 

A substantial part of the work in- 
volved in this is handled by our trust 
committee and our investment com- 
mittee, drawing upon the facilities of 
various investment research organiza- 
tions. It was impossible, however, 
because of our size, to hope to afford 
a security analysis department large 
enough to handle all of it. We there- 
fore studied the possibility of utilizing 
the service afforded by investment 
counsel. Eventually, we entered into 
an agreement with a Chicago firm 
whereby it undertakes the manage- 
ment of the securities contained in 
individual investment agency accounts. 
The recommendations of the firm are 
made to us. We review them with 
clients and handle the actual operation 
of the accounts. This makes it pos- 
sible to offer clients a complete, com- 
prehensive service and places us in a 
position comparable to that of the 
larger metropolitan banks. 

Another development involving our 
trust department had to do with our 
decision, some months ago, to develop 
a retirement plan for our employees. 
In doing this, it seemed to us that since 
we recommend our trust service to 
others we should make use of it our- 
selves. 

After considerable study on our part, 
we called in an actuary to help us 
develop a plan that would meet our 
needs and that we could afford. After 
we had organized a satisfactory plan, 
and before the actuary left Evansville, 
we decided to give local employers an 
opportunity to discuss retirement plans 
with him. We held a dinner meeting 
to which a number of presidents and 
treasurers were invited. The meeting 
proved very successful and as a result 
our trust department is now serving 
as trustee to two pension funds. 

Our own plan will be operated on a 
sound actuarial basis. It will provide 
employees with retirement payments 
beginning at age sixty-five, or after 
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age fifty-five in certain cases. Annual 
payments will consist, briefly, of an 
amount equivalent to 2 per cent of the 
employee’s average monthly earnings 
for the highest five calendar years 
within the last ten consecutive years 
multiplied by the number of years of 
service. The maximum annuity to be 
paid to a retired employee will be 60 
per cent of his average monthly 
earnings, less the amount of the em- 
ployee’s social security benefits. Pay- 
ments will be made monthly. 

One feature of the fund that will 
very likely be of interest to other banks 
is the manner in which it is being 
established by the bank. The bank 
itself will make all payments into the 
fund and there will be no contributory 
payments by employees. Instead of 
establishing the trust by means of a 
single appropriation sufficient to cover 
the actuarial requirements of the trust 
at the time of its establishment, the 
bank will make smaller appropriations 
from year to year on an unfunded 
actuarial basis. These appropriations 
will consist of two parts. One part will 
represent the earnings on the unfunded 
portion of the trust. The other part 
will represent a payment to the fund 
itself. According to our present plans, 
it will require ten years to have the 
trust completely funded. This ar- 
rangement, which is actuarily sound, 
eliminates the objection of a single, 
large appropriation for the beginning 
of an annuity program. Our first em- 
ployee was pensioned under the new 
plan in February of this year. He had 
completed fifty-nine years of service 
with the bank. 

A pension plan does two things for 
a bank, in our opinion. 1. It makes it 
possible to retire older, less efficient, 
employees in favor of younger, more 
efficient employees. 2. It provides 
greater opportunity for younger em- 
ployees to move ahead. 

On the matter of personnel, we are 
following one further idea. What we 
are really looking for and would like 
to find is a simplified job evaluation 
program that could be handled by a 
bank of our. size. We are strong 
advocates of the ideal of basing salaries 
on work performed and responsibility 
assumed and would like to find a 
means of doing that on a more care- 
fully organized basis than is possible 
at present. 


‘T HROUGHOUT the development 

of our program, our operating men 
have contributed numerous ideas for 
simplifying our operations and elimi- 
nating unnecessarily expensive proce- 
dures. They have simplified and im- 
proved our general audit controls, 
have developed a new collateral receipt 
form, and have effected a consolidation 
of the bookkeeping and transit depart- 
ments so that personnel can be spread 
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over both departments to advantage. 

During the war our advertising 
department played an important part 
in the preparation of advertising mate- 
rial to assist in the sale of war bonds. 
The bank as a whole participated fully 
in the various war bond drives with 
the result that the bank’s sales ex- 
ceeded $35,000,000. ‘“‘An Experience 
Not To Be Set Aside,” is our story in 
booklet form of this activity. Copies 
of the booklet were mailed to all of our 
customers. Another booklet to which 
we give wide distribution is our “‘Re- 
port to the Stockholders.” This de- 
tails our achievements for the year 
and discusses our objectives. 

Perhaps the best way to sum up our 
program is to say that we are trying 


to take advantage of the opportunities - 


that are available to us to extend a 
more complete service and a better 
service to our customers and to the 
public. 


SMALL BANK 
OPERATIONS 


(CONTINUED FROM PAGE 17) 


the account numbers, and to file the 
sheets in the manual in numerical 
order. Then, under the heading of 
each account where a description was 
indicated, there is a typewritten out- 
line of the practice adopted for the 
handling of the account. Not only is 
the routine prescribed, but there may 
be notations as to pitfalls to be guarded 
against, and special arrangements 
which have been made for handling 
certain items. 

The only operations not provided 
for in the listing of general ledger 
accounts are those having to do with 
income and expense items. These are 
detailed in subsidiary ledgers with 
only the control items showing on the 
general ledger. Therefore, we have 
included such items in the Individual 
Account Guides through the following 
arrangement: 

The income account is numbered 
67 in our general ledger. A page in the 
manual is assigned to each of the 
accounts shown in the subsidiary 
ledger, through the use of decimals. 
Thus, the first column in the income 
subsidiary ledger is “Note Interest,” 
so it is assigned the number and page 
67.1. The eleventh column is “Service 
Charges,”’ and it is numbered 67.11 in 
the guide; the manual page for this 
item of income covers the standard 
arrangement and schedule for service 
charges, plus some special handling 
arrangements. 








WRITE FOR A 
SAMPLE BOOK OF 


GUARDIAN 
BOND 


Write on your letterhead for a copy of our first post- 
war bond paper sample book. It shows actual samples 
of the various weights in which balanced Guardian 
Bond, balanced Guardian Opaque Bond, and bal- 
anced Guardian Ledger are made. 

Guardian is a fine, 50 percent cotton content 
paper that is balanced for modern use by the correct 
pop test, tear and folding endurance for its fibre con- 
tent. Its balanced qualities give you a better sheet 
of fine paper for typewriting, and for printing, letter- 
press or offset, on fast modern presses. 


CROCKER-McELWAIN 


COMPANY 
642 Main Street, Holyoke, Massachusetts 
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Expense account (No. 32) items are 
broken down the same way and 
similarly decimaled. 

Compilation of this section of the 
manual is still in the evolutionary 
process. There are still many blank 
pages to be filled in when special 
problems or individual arrangements 
require some notation. 

In the Guide for Supervision and 
Proofing section of the manual, the 
general ledger accounts are listed in 
numerical order. Opposite each ac- 
count, in a column headed “Supervi- 
sion,”’ appears the initial of the officer 
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account. This assigns responsibility 
for general supervision. Next, in a 
double column under the heading 
“Proofing,” there is shown first the 
initial of the individual responsible for 
the proofing or auditing in even 
months, and second, the initial of the 
person responsible for proofing in odd 
months. This provides a measure of 
dual control for every account in the 
general ledger. The guide includes a 
key listing of employees’ names and 
initials, to facilitate identification. 

In addition to the recurring jobs 
involved in handling the general ledger 





or employee who is in charge of the 


accounts, there is a growing multi- 
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Famous MM Deep Cup Fiuted Feed 





BANKERS PLEASE READ!—Because 
agriculture is our basic industry, bank- 
ers know the extension of land 
credit to farmer business men for the 
purchase of dependable MM equip- 
ment is a sound business proposition. 
Getting seed in on time, accurately and 
at uniform depth is one of your farmer 
customers’ first and most important 
jobs. The friendly MM dealer will offer 
assistance on any agricultural problem. 














Famous MM Single or Double Discs 
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Moline-Monitor drills are offered in types 
and sizes for ail territories and sow all crops 
as they should be sown for uniform stands 
and bigger yields. 


They have many patented features to do 
a better seeding job. MM fluted and double 
run feeds assure a positive, even feed and 
elimination of danger of cracking seed. 
Both types of feed have wider range and 
more accurate control of amount of seed 
sown. Choice of single disc, double disc, 
hoe, lister and deep furrow openers. MM 
disc bearings are famous for long life and 
light running. Famous MM front delivery 
of seed ahead of disc bearing assures uni- 
form and better covering of seed. Reversible 
hopper allows feed cup openings to face 
toward operator whether operating with 
horses or tractor. Rigid all-steel frame helps 
assure long life accuracy. Keystone-shaped, 
all-steel hopper is easy to fill. Bushel per 
foot capacity. Outer ends of axles where 
load is carried are supported by extra large 
Hyatt roller bearings enclosed in self- 
aligning, dust-proof housings. Single chain 
drive. High quality pressure springs. Tubu- 
lar steel pressure rods. Simple, efficient 
power lift available. See your MM dealer. 


MINNEAPOLIS-MOLINE 
POWER IMPLEMENT COMPANY 


MINNEAPOLIS 1, 





In writing to advertisers please mention The 


MINNESOTA. U.S.A 


Burroughs Clearing House 





plicity of reports which must be pre- 
pared. Unless these are assigned to 
specific individuals, some of them are 
likely to be overlooked. The Calendar 
of Reports and Supervision section of 
the manual lists the names of the 
various supervisory authorities and 
other agencies to which reports are 
made. These include the State Bank- 
ing Department, Federal Reserve, 
Collector of Internal Reyenue, Depart- 
ment of Revenue, Office of Price 
Administration, FDIC, Michigan Un- 
employment Commission, Federal Un- 
employment Commission, Reports to 
Directors, and United War Chest. 
Under each of these agencies is noted 
the respective reports to be submitted, 
together with the dates upon which 
the reports are due. Opposite each 
listed report is the initial of the em- 
ployee under whose supervision the 
report is to be made. 

Miscellaneous and seasonal matters 
are also entered in the Calendar, such 
as dead record elimination, expiration 
notices to Time Certificate of Deposit 
customers, changing emergency flash 
light batteries, etc. 

The various assigned, tasks are 
recapitulated in the Individual Work 
Calendars made up for each officer and 
employee. One or more grid or graph 
sheets, an Acco fastener and an ordi- 
nary letter file folder comprise the 
outfit. As will be seen in the illustra- 
tion accompanying this article, the 
work calendar of Assistant Cashier 
Joseph Danek contains a listing of all 
the accounts and reports for which he 
has been assigned responsibility in the 
Guide for Supervision and Proofing, 
and the Calendar of Reports. There 
is also a list of miscellaneous duties to 
be performed at periodic intervals. 
As each task is completed, the date is 
entered. 


OUR plan of systematizing operations 

and assigning responsibility has been 
in effect for about a year, and we aré 
well sold on the results. 

Certainly, it was not difficult to put 
into effect. Neither is it burdensome 
to maintain. In fact, it eliminates the 
strain of trying to remember how cer- 
tain operations are handled, when 
reports are due, etc. I find the plan 
particularly helpful, for from my desk 
in the front office it is impossible for 
me personally to keep track of all the 
activity throughout the bank, and to 
make sure that all the myriad jobs are 
taken care of when and as they should 
be. 

Moreover, the program has proved 
to be especially valuable in the case of 
illness, vacations, or changes in per- 
sonnel. In such instances, the indi- 
vidual’s Work Calendar quickly dis- 
closes what has been done to date, and 
what needs to be done in the future. 

The operations manual certainly 






























A COUPON BOOK 
plus 
A PERFORATOR 


...the FASTEST 
and most EFFICIENT method for |_ 3 
handling TIME PAYMENT LOANS |. 


ELECTRIC MODEL 300 


Regardless of how many accounts you have now or anticipate having, use a 
CUMMINS PERFORATOR and COUPON BOOKS to speed and simplify 
handling Time Payment Loans. The sample coupon shown above is an example 
of how the maximum of information can be provided by perforation. An average 
coupon book can be marked in just ONE operation — clear, unalterable figures 
are always legible for quick identification. 


Just place the book in the perforator — set the rings and the following is accom- 
plished: 





DATE DUE « CONTROL NUMBER « ACCOUNT NUMBER * AMOUNT DUE 
MONTH DUE 


HAND MODEL 39 





For each successive account, changes in the ring settings need only be made in the 
Control Number, the last digit of the Account Number and the Amount Due. 
No time wasted in unnecessary “paper work”. No long lines at the teller’s window. 
Payments by mail can be quickly identified . . . the coupon stub is adequate receipt 
for payments made in person. 





Let our more than fifty-eight years of experience help you select a coupon and a 
perforator to meet your requirements. There are many different models available 
FOOT MODEL 65 with the engineering advantages and quality that have made Cummins Perforators 
famous, 


| Send coupon for complete information 


Division of A.S.C. Corporation 
Formerly CUMMINS PERFORATOR 


ee ee ee ee ee ee ee a ee ee ee 
s Cummins Business Machines ; 
} 4740 Ravenswood Avenue, Chicago 40, Illinois 
7 We are interested in the Perforator method of handling time payment 
. with coupon books. Please send details, 
SINCE 1887 . (J Our present coupon enclosed. 


(1) Not now using coupons. 


PIONEERS IN CHECK PROTECTION EQUIPMENT 
PERFORATORS e@ CHECK ENDORSERS e@ RECEIPTERS @ CHECK SIGNERS 
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Precision tn Wo hmanshipr sige 


warrants the mark of the craftsman 


“Tempus Rerum Imperator’ (Time is the Governor of All Things), 
was the motto engraved on the crest of the Clockmakers’ Company, 
London, in the 17th Century. Its use was granted by the Crown to a 
select group of craftsmen—an acknowledgement of distinction. 


As outstanding skill in clockmaking was recognized, centuries ago, by 
this motto, so coday outstanding papermaking ability, as exemplified by 


EAGLE-A ACCEPTANCE BOND 


is recognized by the famous Eagle-A trade-mark in every sheet. 


PAPERS 


This famous watermark 

appears on all our bine 

papers as a gaarantee of 
quality 


This modern, improved, 50% cotton content bond paper is 
the product of expert artisans steeped in the tradition of fine 
papermaking. 

Strong cotton fibres and experienced papermaking combine in Eagle-A Acceptance Bond 


to make your every-day business letters smart in appearance, substantial in “feel” and built 
to setve you for many years. 


Ask your printer, lithographer or engraver for Eagle-A Acceptance Bond letterheads with 


nvelopes to match. / 
7 i Ask your stationer for 


EAGLE-A ACCEPTANCE BOND BOXED TYPEWRITER PAPER 


EAGLE-A_ PAPERS 


AMERICAN WRITING PAPER CORPORATION e HOLYOKE MASSACHUSETTS 











FOR THOSE WHO HANDLE MONEY 


Abbott offers a. complete line of COIN COUNTING MACHINES, Coin 


Wrappers, Currency Straps, Coin Handling Equipment and other Bank Supplies. 
Illustrated here are: 





The Abbott The Abbott Outlook The Abbott Colored 


Colored Tubular Window Wrappers Bill S 
oin Wrappers 


The Abbott “‘Twin”’ The Abbott 
traps Window Wrappers Colored Flat 


CIRCULARS MAILED ON REQUEST Wrappers 
We not only have the desire but the ABILITY to serve. 
ABBOTT COIN COUNTER COMPANY x NEw forme wiVoRk 


NEW YORK 54, NEW YORK 
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proved its worth last year when our 
cashier resigned. The new officer who 
succeeded him studied the manual a 
few nights and quickly became famil- 
iar with our methods, which were con- 
siderably different from those of the 
institution with which he had been 
previously connected. He was also 
provided at once with an Individual 
Work Calendar containing an outline 
of his duties and responsibilities and 
he likewise found this extremely help- 
ful. 

Judging from our experience, a rea- 
sonable systematizing of small bank 
operations would seem to be well 
worthwhile. 


AUTO 
FINANCING 


(CONTINUED FROM PAGE 20) 


emblem now appears on our forms, 
rate books, advertising material, de- 
calcomanias for dealers’ windows, let- 
terheads and calling cards. 

On September 15, 1945, a new state 
law became effective in California, 
limiting the amount of charges in- 
cluded in a conditional sales contract 
covering a motor vehicle. It also re- 
quired that certain specific information 
be placed in the body of the conditional 
sales contract. This necessitated prep- 
aration of new contract forms which 
embodied these changes. For the new 
forms we are using a one-time snap- 
out carbon which is well liked by the 
dealers. 

The statement of transaction and 
purchaser’s statement were combined 
into one form, which has resulted in 
using only two separate forms for 
transactions between the bank and 
the dealer. It was possible to elimi- 
nate the former separate statement of 
transaction form, as all the information 
required under Regulation W now 
appears in the body of the contract 
proper. However, in contacting some 
of the dealers it was found advisable 
to continue use of statement of trans- 
action forms so they could work up 
this dealer information in complete 
form before transferring it to the 
actual contract. In many cases dealers 
use this statement of transaction form 
as a work sheet. 

At the time these new forms were 
adopted we prepared a genuine leather 
portfolio with pockets to hold the 
forms. The ABC emblem is stamped 
on the cover in colors of red, white and 
blue and the dealer’s name is em- 
bossed in gold. This portfolio was 
designed to remain at all times on the 
dealer’s desk convenient for his use, 
thus appealing to the eye and giving 
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FOR BANKS LARGE AND SMALL—Here is some- 
thing new, something needed, for everyone respon- 
sible for the management and direction of banking 
activities. Here is something, new indeed, but time 
tested, time proved in actuality. For Federal Bank- 
ing Law Reports has stability and experience behind 
it, stemming as it does from the original reporter in 
this highly-technical field, first published in 1914. 
Here is a swift, authoritative, and continuing repor- 
ter on the thousand-and-one federal laws control- 
ling banks and banking. 


SCOPE OF THE ‘‘REPORTS’’— Spanning the whole 
work-a-day world of statutes, regulotions, rulings, 


court and administrative decisions, returns, forms, 





Federal Banking Law Reports 


‘eral regulation and control of banks and banking. 





reports, instructions, concerning the important fed- 


Pertinent full text provisions, forms, detailed explan- 
ations, editorial comments and suggestions make 
clear exactly what to do, and how and when and 
why to do it in handling every day banking puzzlers 
under federal banking regulation. 


FAST REPORTING — Swift reporting of new 
developments as they “break” is traditional with 
the “Reports” — the editorial aim is “always first 
with the latest”. 


Write for Complete Details 


COMMERCE) CLEARING; HOUSE, ING), 


PUBLISHERS OF TOPICAL LAW REPORTS 


214 N. MICHIGAN Ave. 
CHICAGO 1 


Empire STATE BLDG, 
New YORK 1 


MUNSEY BLDG, 
WASHINGTON 4 
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his customers a feeling of confidence in 
the availability of Anglo Bank Credit. 

Several years ago, as another dealer 
help, we prepared a pocket-size loose- 
leaf indexed rate book in a ring binder, 
with the ABC emblem on the cover. 
It includes not only complete insur- 
ance rates and data on current models 
and used cars, but various rate charts, 
work sheets and a handy memo pad 
for salesmen’s use. These rate books 
have proved to be very popular with 
dealers and their salesmen, since 
printed pages are kept up to date as 
rates are changed or new models are 
announced. 

We do no direct advertising for auto- 
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mobile finance business. When the 
bank makes a dealer connection, he 
sends us his contracts on a run-of-the- 
mill basis coVering all his sales. Be- 
cause we take the paper from the 
dealer we do not have to advertise 
directly to the purchaser. Our adver- 
tising is mostly merchandising for the 
dealer. 

Our main advertising appeal for 
automobile financing is built around 
the slogan, “‘Ask Your Dealer To 
Finance Your Car With Anglo Bank 
Credit.” We have used radio and 
newspaper advertising and follow a 
three-way plan of sponsoring the 
dealer, supporting his product and 








Doing Business 
DOWN SOUTH AMERICA’S WAY? 


If your banking business ex- 
tends to Mexico, Latin or 
Central America, it will pay 
you to investigate the advan- 
tages offered by this bank’s 
specialized knowledge of this 
field of foreign trade. 


Our services are both func- 
tional and advisory in scope, 
our foreign banking contacts 
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widespread. The foreign de- 
partment is under the super- 
vision of one of the country’s 
internationally known experts 
on foreign trade. 


Our interest in and knowledge 
of South American banking 
has long been a feature of 
Mercantile-Commerce service 
to its correspondent banks 
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mentioning the bank institutionally. 
We stay in the background and give 
the dealer the benefit of the advertising 
support. When spot radio is used to 
merchandise the program we notify 
the particular dealer by a special type 
of post card and other direct mailing 
pieces before the broadcast. We have 
also done a great deal of direct mail 
advertising by means of specially made 
post cards in color to promote sales 
and service. 

From time to time, as conditions 
warrant, we have also supported the 
dealers collectively by advertising the 
dealer associations and projects spon- 
sored by the associations. 

Our advertising program also in- 
cludes insertions in trucking periodi- 
cals. Copy is directed to firms en- 
gaged in highway transport to inform 
them of our special truck financing 
service. These advertisements appear 
in trade papers covering the Northern 
California territory we serve. 


OUR installment collection policy has 

been printed in a small folder as a 
further dealer help. Since the incep- 
tion of this department we have never 
had a field collector in our employ. 
All collections are placed with inde- 
pendent collection agencies on a time- 
and-mileage basis, which results in 
reasonable charges. Any collection 
costs are charged to the purchaser. 
We have found that a repossession 
costs no more than a collection made 
by the agency. 

Our collection policy has_ several 
advantages. The greatest advantage 
is in being able to obtain the services 
of men who are collection experts. For 
example, two collection agencies have 
handled our city collections for more 
than fifteen years and still another for 
over twenty years. 

It is the usual practice for banks 
and other institutions to start new 
men in the field as collectors. It is 
obvious that they lack the experience 
in dealing with the public that. only 
lime can give them. We feel that the 
use of experienced collectors means 
better public relations and prompter 
collections. 

Another advantage of using an 
established agency is due to the irregu- 
lar hours at which many delinquent 
customers must be seen. These cus- 
tomers cannot be called upon at their 
places of employment during working 
hours and must be seen very early in 
the morning or during the evening 
hours. The agency is in a far better 
position to take care of calls at odd 
hours than a bank staff member. 

Prompt, efficient collection service 
is an absolute “‘must” in this business, 
particularly at the present time. An 
able collector will often make a collec- 
tion, keeping the car sold, that might 
develop into a repossession if handled 











by an inexperienced man. 

At the present time the selling of 
motor vehicles on an installment basis 
is limited to fifteen months credit 
terms under Regulation W, in effect 
since September 1, 1941. It is today 
not only a stabilizing influence but 
has done an admirable job for the 
dealer, the purchaser and the bank. 
In my opinion, we need Regulation W 
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in the important post-war era even 
more than we needed it during the war 
years. Changing economic conditions, 
together with population shifts from 
various sections of the country to 
others, means that unless substantial 
equities are built into automobile sales 
contracts, there will be a great number 
of repossessions and subsequent losses 
to dealers. 


A SAFEKEEPING SCARE 


(CONTINUED FROM PAGE 21) 
oul one by one in glistening oilskins. 
Mr. Clutchbill, John and Willie were 
filing across the street to Oliver Bero’s 
truck. The two women clerks took off 
from a doorway four stores down the 
street and hurried after them. When 
they came up Mr. Clutchbill, who had 
climbed up into the truck, had just 
finished counting. There was a blank 
look on his face, 

“Oliver!” he shouted, “‘there’s only 
eleven boxes here!’’ 

“Why, there’s got to be twelve! 
I’ve hardly took my eye off ’em.” 

“Hardly?” Mr. Clutchbill glared at 
Oliver. ‘And it’s Mrs. Nora Skipper’s 


> 


box,” wailed the old gentleman. “I’d 
rather had ’em all taken but that one. 
Someone’s pinched it while you were 
lookin’ at the fire.” 

“It is probably nothing but some 
old worthless silver,” put in John. 

“Is it?” snapped Mr. Clutchbill. 
“Well, I happen to know there is an 
heirloom in there, and there isn’t any 
telling what it’s worth, maybe ten 
thousand dollars.” 

“Te...te... ten thousand!” stut- 
tered Oliver. 

“It’s the Montcalm silver wine cup 
with his own coat-of-arms carved 
into it.” 

“You mean the General Montcalm 

















The RUSH - FybRglass- 
ERASER is needed in every 
Bank, Office, Institution and 
Business, for Economy and 
Efficiency. 


USERS SAY: ‘‘Leaves paper 
clean’’—"’No smudge on 
carbon copies’’ — ‘’Erases 
single letter without eras- 
ing ‘shield’’. 

WE SAY: ‘’Every RUSH- 
ERASER is guaranteed to 


satisfy, or we will refund 
the purchase price.”’ 


PROPEL—REPEL— 
REFILLABLE 
RUSH-ERASERS, each . . 50c 
REFILLS (pkg. of 2) . . . 25c 
We pay the postage. 


If you order direct from us, 
please send the name of your 
stationer. 


THE ERASER CO., INC. 
233 W. Water St., 
Syracuse 2, N. Y. 
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atey WOULD PICK THIS DESK 


AT first glance your eyes tell you this executive desk is 
built for you—from its scientifically right Neutra-Tone Gray 
Finish to its System-planned interior. 

Here at last, you'll agree, is a really restful finish that 
matches the best in office architecture. Open the drawers 
and you'll discover what we mean by ‘‘System-Planning.” 

See the Style-Master Steel Desk at your Franchised “‘Y and 

E” Dealer or write for complete catalog of 75 models for 
every one from executive to junior clerk. 
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YAWMAN AND ERBE MFG. COMPANY 


in your city \ 1044 JAY ST., ROCHESTER 3, N. Y. J 














that was killed on the Plains of Abra- 
ham?” asked John with a startled face. 

*‘Absolutely. He gave it to one of 
his marshals who lost it in a card game 
to a relative of Nora Skipper’s. She 
was a McGinty, originally, and it came 
down to her. Some one must have 
known about it, saw the box and 
pinched the whole works.” 

Willie Dexter and the two women 
clerks looked at each other with faces 
gone pale. 

*‘Who’s been around here?’ asked 
Mr. Clutchbill suddenly picking up an 
old leather glove. 
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“Gosh, the whole village has leaned 
against this truck al one time or an- 
other,” said Oliver eyeing the glove. 

“‘What’s that smell of?” abruptly 
demanded the old director, pushing the 
glove under Oliver’s nose. 

“‘Horse,”’ uttered Oliver. 

“You seen any one around here with 
a horse?”’ 

“No, I ain’t. Lots of folks drive in 
out of the hills with a horse, though.” 

“Good gracious! something’s got to 
be done right off,”’ stormed Mr. Clutch- 
bill backing hurriedly out of the truck. 
“Get that stuff back into the vault. 
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SYSTEMS 


Fast, accurate, simple—Rand M¢Nally Coupon Book Sys- 
tems win customer good will, speed up window service, 
save time, money, and manpower. They have introduced 
Christmas Clubs and All-Purpose Savings Clubs in hun- 
dreds of banks. They have been used to collect millions of 
dollars because they eliminate errors, discourage partial 
payments, and customers like them. Write today for fur- 
ther information on these com plete Coupon Book Systems. 
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111 Eighth Avenue, New York 11 
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I’ve got to pick up this trail. Noise it 
around the village. Learn of any one 
seen carrying a box.” 

Across the street a car was backing 
out. Mr. Clutchbill hurried for it, 
uttered a few quick words, then 
climbed up beside the driver. The-car 
lurched forward around post office 
corner. Under the old director’s direc- 
tion it hummed to the south end of the 
village. Shortly it was seen flying 
back bearing Mr. Calvin Bannister, 
his 10 gauge shotgun and a hound, a 
mottled animal with wrinkled brow, 
known by the name of Heliotrope. The 
creature, one-quarter bloodhound and 
the rest fox, would work two days 
without nourishment on any sign clear 
down to a weasel track. No sooner 
had the posse piled out at the scene of 
the crime when one of the village fire- 
men was noticed coming all spread 
out with flapping rubber boots. He 
appeared to be a messenger of some 
sort, for his eye was glued on the 
bank. Catching sight of Mr. Clutch- 
bill he called out. 

“We've found the box. 
engine house!” 

“Engine house!’ gasped Mr. Clutch- 
bill. 

“Yeah, I saw it. It’s broke open 
and it’s full of silver spoons and such. 
It’s right there on the floor.” 


It’s in the 


JN a body Mr. Clutchbill, Cal, Cal’s 

hound and the fireman hastened to 
the fire house, an old barnlike structure 
with a cupola. 

**There it is,’ nodded several firemen 
in unison as Mr. Clutchbill entered. 

Pushed up against the wall was 
Mrs. Nora Skipper’s box of valuables. 
Without a word Mr. Clutchbill knelt 
down and made a rapid search. The 
Montcalm silver cup was gone. The 
old director got slowly to his feet. For 
once in his life the cold fingers of fear 
ran over his backbone. If that silver 
cup wasn’t found the Ferndale Na- 
tional might just as well give up the 
safe deposit business; Nora Skipper 
would broadcast her loss when she 
came back from Florida. 

““Whoever stole that cup is smart,” 
confided Mr. Clutchbill to Cal. ‘“‘After 
he lifted the box unseen out of Oliver’s 
truck he fetched it to the only deserted 
place in the village when a fire is 
going on. You suppose the hound can 
pick up his trail? There have been an 
awful lot of footsteps around here since 
the fire truck got back.”’ 

“Just let me give Heliotrope a sniff 
of that glove.” Cal squatted down. 
“Look at this, Heliotrope,” he chirped 
in an inviting voice. 

The old hound nosed the glove over, 
quivering his lips and wrinkling his 
brow. 

‘“‘Nose ’em out!’ spoke up Cal. 

Heliotrope began casting about. He 
made almost a circle of the fire house. 














At times the hound stopped and did a 


good deal of scenting. Cal and Mr. 
Clutchbill leaned silently and watched. 


And then up near the railroad tracks 


Heliotrope seemed to hit something. 
He nosed a large area over by inches 


and appeared to like what 


“‘He’s gettin’ scent,”’ observed Cal 
taking a corncob pipe out of his mouth 


ar 7 
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Suddenly the hound turned snuff- 
ing down the lane toward the old 
house. 

““Sh-h! get him back!’ cautioned Mr. 
Clutchbill. ‘Looks like Lem Hubbard 
is the bird we’re after. He’s going to 


he found. be a tough proposition to handle. He 


while his pipe-tooth seemed to hang 
in suspense.. “Yeah, he’s leadin’ off 


on a trail.” 


The two men followed the hound’s 
twistings and turnings across the 
tracks, along a narrow side street. 
The general direction of the thief began 


lo crystallize. 


“This direction is going to take us 
across the Swamp Hollow road,” 
observed Cal after a quarter of a mile. 
“Suppose he’s got a car hid there?” 


‘ Tipe : : a “natural,” meaning that it can’t fail sales contacts with the public. To sell 
oe s Rests te ay me oe to click. To n gos under this term a___ big things it is desirable first to sell 
cou ave been cooked up. Looks to product must make a real contribu- 


me like some native. Probably came 
down to see the fire when the village 
siren sent out the alarm. Queer, 
though, that any one back here in the 
hills would know about that Montcalm 


silver cup.” 


“Hope this don’t take us into the 
mountains,’ observed Cal as the hound 
hit a little dirt road and led up along 


it. ‘“‘After we pass that old 


Hubbard place there aren’t any more 
houses till you get clean across the 


range.” 


Shortly the cracked chimneys and 
twisted, weathered shingles of the old 
Hubbard place peered out of its tangled 


could knock out the both of us in ‘one 
swipe.” 
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Cal got the hound back and put on 

a chain lead. Cautiously they crept 
down under a wild grape canopy 
twenty yards behind the house. All 
of the windows were curtained with 
faded yellowish shades save a kitchen 
window which had the’ sash half up. 
Lem Hubbard, a huge, powerful man 
with a mottled strawberry-red face 
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A “NATURAL” 


On occasion we hear the remark 
about a product to the effect that it’s 


tion to the market that buys it. It 
must deliver more in comfort, or in 
convenience or pleasure, or it must 
save money for the buyer. If it does 
any of these things fully, or all of 
them in part, it’s a “natural”. 


Personalized Checks are “naturals” 
because people like them, banks save 
money on them, operating people 
find them a real convenience in sort- 
ing and filing ...and they doi’t cost 
much money. For some reason or 
other banks get a kick out of sellin 
them and, from coast to coast, their 
enthusiasm is mounting. 


Some years ago we introduced the 
thought that bank checks were the 


















“spearhead of bank merchandising,” 
meaning that they broke the ice in 


little things. To please customers in 
important transactions it’s a good 
thing first to create that “attitude of 
acceptance” by pleasing them in little 
transactions. Personalized Checks are 
indeed little things but they pack a 
punch and pave the way for the big 
sales job facing all banks. 


For years bank checks were mere 
slips of paper, but now we know they 
can be dramatized and used effectively 
to improve internal bank operations 
as well as public relations. They are 
the principal connecting link between 
the bank and the public. They are 
the personal currency of the individ- 
ual. They represent the common point 
of contact with all depositors. Are 
you selling them in your institution? 











glen on the south side of the road. 
“‘Doesn’t Lem Hubbard still live 

there?”” asked Mr. Clutchbill eyeing 

been teens place. as te ee Manufacturing Plants at: 


>. n ’ 

“Yeah, but he’s got so he don’t do le UXE NEW YORK, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 
nothing. You wouldn’t think any one CHECK PRINTERS 

lived in it.” 
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smooth writing at only a trifle in cost. and Cash boxes that will 
A practical and efficient unit, it has many 
of the fine features of your favorite foun- 
tain pen. One dip and you can write up . ae . 
to 500 words without re-dipping. The pen — — * soecthecws 
point is always clean and ready for instant waite } ‘'a . As 
writing. Every set includes a 2% oz. re- equipped with a lock, key, 
fillable bottle of ink. Made in three beau- and convenient handle. 
tiful finishes . . . Ebony, Maroon and 

Green. If you enjoy fine writing you'll 
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might be peering from behind one of 
those windows. 

Mr. Clutchbill leaned close to Cal. 
“It’s come to me,” he nodded in a 
whisper. “‘Lem Hubbard is a distant 
relative of Nora Skipper. The two 
families were always fighting. There 
isn’t any doubt but Lem knows about 
that old Montcalm cup. He must 
have gone to the fire, probably seemed 
like a shot of luck to him when he 
saw Nora’s box in the truck. He’s 
aiming to sell the cup. We've got to 
work fast. If he hides it we'll never 
getit. I’m going to have a look in that 
window.” 

“Better wait a spell,” cautioned Cal, 
“this is a kind of lonesome hole, and 
too darn many hidin’ places.” 

“No. I’ve got a feelin’ we’ve got to 
work fast. Let me take that gun.” 

Mr. Clutchbill took the heavy old 
10 gauge double-barreled shotgun, 
crept slowly through the grapevine 
tangle, then skulked to the house and 
stood motionless beside the weathered 
clapboards a little away from the open 
kitchen window. He slowly took off 
his hat and inched toward the window. 
Here he bent down and peered with 
one eye over the edge of the sill. Sud- 
denly he ducked away and turned 
around as though hunting for Cal. 

In the grapevine Cal’s eyes suddenly 
widened as he saw the old director 
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slowly draw back a hammer on the 
great 10 gauge. Mr. Clutchbill was 
looking over the sill again. There at a 
table in the center of the kitchen twi- 
light sat an enormous, red-faced man. 
A tiny, glistening silver cup rested on 
the table. A whisky bottle spoene 
like a shadow over it. 


ME: Clutchbill squatted and tread 

uneasily with his heels as though 
bracing for a shock. He silently 
raised the old 10 gauge to his shoulder. 
Its muzzle pointed straight up into the 
open window. The old director’s bony 
face froze slowly to the gun stock. 
A mile of stovepipe ran along the 
kitchen ceiling. Mr. Clutchbill pressed 
the trigger. 

““Whamb-b-b! !” 

From his limp seat at the table 
Mr. Lemuel Hubbard jerked into the 
air like a telescope. He cuffed wildly 
at a length of stovepipe bounding off 
his head while twenty other pieces 
leaped around on the floor in a cloud 
of soot. Jumping amohgst them Mr. 
Hubbard gained the kitchen door and 
partly de-hinged it at the first grab. 

Mr. Clutchbill frantically scrambled 
up over the sill. In two strides he was 
at the table. His hand went out like 
a cobra. He had the little silver cup. 
A second later he dropped out of the 
window, grabbed the gun and ran for 
the grapevine. 

“T got it, Cal!’ he gasped. 

The two men and dog made a bee 
line for Ferndale Village, marched 
directly to Cal’s yard and entered the 
woodshed. 

“‘Let’s see that little cup,” breathed 
Cal. 

Mr. Clutchbill produced it. 


“Gosh! it’s a beaut, ain’t it? Look 


| at that little shield with the birds 


carved in it. They look like doves.” 

Mr. Clutchbill nodded gaily. “I 
want you and the hound to divide 
this,” he said holding out a ten dollar 
note. “Don’t hesitate.” 

Twenty minutes later the old direc- 
tor walked into the Ferndale National. 
He laid a tiny silver cup on the top of 
cashier John Atwood’s desk. 

“Put it in the vault, in the cash 
vault up here.” 


““My goodness! you got it!’ gasped 
John. 

“I’ve learned something today,” 
declared the old gentleman. “Our 


bank, and I’ll bet a lot of others, have 
got stuff of a high value in safekeeping 
in old cellar storage vaults that you 
could open with a buttonhook, and 
with doors so thin they wouldn’t stand 
even a small fire. An amateur safe- 
cracker could clean out our storage 
vault and work at his leisure at night. 
That storage stuff is coming upstairs 
till we can learn what it’s worth from 
the customers, and get it properly 
covered.” 
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"ANF ORD d ATU? Vu 


“The carefully studied arrangement 
of all departments, with a view toward 
efficient handling of customers’ needs, 
is enhanced by your decorative skill. 
Especially important is your creation of 
a warm friendly atmosphere in the plan 


and method of your treatment.” 









































EUGENE W. LEWIS, PREs. 
INDUSTRIAL NATIONAL BANK—DETROIT 


CAPITAL FUNDS: $3,926,395 * RESOURCES: $78,527,989 
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WHEREVER YOU GO— 
YOU SEE BURROUGHS MACHINES 


This installation of Burroughs machines 
TAM LAT- Mm lleitolitoMmy (olilelslol ME >tels) mm ilelieli 
apolis, is just one of thousands found 
in offices throughout the world. 


Whether the need is for one all-purpose machine for many jobs, 
or many machines for one job—the broad range of adding, 
calculating, accounting, statistical and cash handling 
machines developed by Burroughs gives business 
concerns a flexibility of choice that assures maximum 
efficiency and productivity from a minimum 
investment in equipment. That business concerns, large 
and small, have found it pays to do business 
with Burroughs is amply reflected in the fact that 
you see Burroughs machines wherever you go. 
Slane BURROUGHS ADDING MACHINE COMPANY 
be aecacert DETROIT 32, MICHIGAN 
IN SERVICE 


FIGURING, ACCOUNTING AND STATISTICAL MACHINES e NATIONWIDE MAINTENANCE SERVICE e¢ BUSINESS MACHINE SUPPLIES 





